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So clplured Beauly! That’s the only way 


to adequately describe the flattering lines, the perfect grace of 
the new Friendly Walking Oxfords for Fall. Each pair hugs the 
ankle like skin on a mermaid, and beautifully expresses the new 
spirit in oxfords. Styles for every walk in life and for every 
oxford occasion, Friendly will put your best foot forward this 


Fall with values to retail at $4 and $5. All nationally advertised. 





PUT YOUR 
BEST FOOT FORWARD 


In stock service. Full run of sizes. Wire or write immediatel) 


for an interview with your Friendly representative. 7 7 + 1 / 


EDGEWOOD SHOE FACTORIES 
DIVISION OF GENERAL SHOE CORPORATIO 
Atlanta, Georgia 





SHOES FOR WOMEN 


STYLED WITH A TOUCH OF TOMORROW 
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MIEL. KAUFMANN, president of 
Casuals, Inc., Los Angeles, Cal., 
says: 

“The world in turmoil! The blitz- 
krieg technique ready to be tried 
next, we know not where! The 
American people, as far as they are 
removed from the actual combat 
areas, unnerved and jittery because 
of the swift turn of events against 
the very types of government they 
have always believed in! 





But we, as business men, have a 
job to do and a duty to perform for 
our customers and our stores. We 
must keep our minds clear, have 
courage and determination to let 
nothing, except actual participation 
of our own men in another foreign 
war, becloud the objective of our 
business endeavors—keeping abreast 
of style changes, showing a good 
net profit, making our quota figures 
by maintaining adequate stocks— 


' in short, all the matters which sum- 


marized make others say, ‘He’s a 
fine merchant.’ ” 


CONVINCED that foot trouble is 
traceable to misfitted shoes worn in 
childhood, Supt. P. C. Bunn and 
Health Supervisor Dr. W. S. Bald- 
win of the Lorain, Ohio, public 


oH 


May S_, 
Dag hae 


schools have approved the addition 
of “shoe clinics” to the schools’ 
health program. The clinics were 
suggested by John J. McKee, high 
school biology instructor, and are 
conducted by him. They consist 
simply of measuring the children’s 
feet and advising parents of the 
measurement and the size of shoes 
worn. 

Beginning his “clinic” last Spring 
in the high school, McKee found 
that more than 70 per cent of the 
pupils were wearing short shoes. 
The statistics revealed that 92 per 
cent of the boys were fitted short, 
while only 20 per cent of the girls 
needed longer shoes. This differ- 
ence, McKee attributed to the fact 
that girls spend so much more time 
in shopping for shoes that they have 
learned to buy shoes of the correct 
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size—and growth may be less ap- 
parent in girls than boys. 

At the suggestion of Dr. Baldwin, 
McKee measured the feet of 368 pre- 
school children last Spring, and 
found that 70 per cent were wearing 
shorter shoes than the size for which 
they were measured. This year, let- 
ters were sent by Supt. Bunn to the 
parents of every child in the six 
grades, offering the service in the 


schools. No child was measured 








without the parents’ consent, but few 
parents refused the offer. Again 
the same per cent proved to be 
fitted short, and the effects of short 
shoes was evident in even the third 
grade pupils, when enlarged great 
toe joints begin to appear. There 
are more of these deformities in the 
fourth and fifth grade groups, with 
full-fledged bunions not uncommon 
in the latter class. “The soft grow- 
ing bones of the young foot are 
easily pushed out of shape with no 
immediate discomfort to the child, 
but if we can help parents to buy 
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correctly fitted shoes until the chil- 
dren are beyond school age, the 
bones will then be sufficiently hard- 
ened and cannot be deformed with- 
out first developing warning corns 
and callouses,” said Mr. McKee. 

* * * 
MIERCHANTS in twelve eastern 
cities are to be called upon to help 
select local Cinderellas, to be sent 
on to New York to compete in the 
contest for the World’s Fair Cinder- 
ella at the Glass Center Cinderella 
Ball on Wednesday evening, June 
26th. 

The legendary story of Cinderella 
is so tied up with the shoe industry 
that the dominant factor for the se- 
lection of the World’s Fair Cinder- 
ella is foot shape and beauty. For 
that reason, merchants in the twelve 
cities will play an important part 
in the contest. Because Prince 
Charming found the glass slipper, 
it was natural for the glass industry 
to take the Cinderella motif as a 
theme for the glorification of that 
industry. The actual slipper to be 
presented to Cinderella at the ball 





will be of transparent glass, even 
though today’s progress in that in- 
dustry in glass fibre-making makes 
possible a stylish shoe with a glass 
fabric upper, solid glass heel, etc. 

Here are the preliminary instruc- 
tions for the conduct of a Cinder- 
ella Contest as prepared by the 
Boot anp SHoe Recorper for H. 
A. Bruno & Associates, who are pro- 
moting the contest for the glass 


industry : 

“The Modern Cinderella must be beau- 
tiful. (2) In face and form. (3) Perfec- 
tion in proportions must include legs and 
ankles—trim and symmetrical. (4) After 
these general qualifications are rated you 
come to the Cinderella foot—traditionally 
small and beautiful; it must not be a 
search for smallness alone. Midgets are 
out. A modern Cinderella may have feet 
in good proportion to her height and 
weight, yet restrictions as to foot size 
must be made, therefore: (5) these pre- 
liminary classifications: MODERN CIN- 
DERELLA FEET must be within this 

general size e: Shoe size—4 -4% -5- 


Tang) 
$14.6. (6) If the young lady between 16 
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—Enemies without and enemies with- 
in are threatening the peace and 
prosperity of our democracy these 

a 

aaee agency of the government 
is rendering a more intelligent, and 
less ballyhoo-ed service to protect 
our interests than Federal Bureau 
of Investigation. 

—tThe force of F.B.I. covers all the 
United States, Alaska, Porto Rico 
and Howsgii. 

—Most Federal violations, except 
the illegal use of narcotics, coun- 
terfeiting, smuggling or violation 
of the Postal and Immigration 
laws come under its jurisdiction. 

—F.B.I. has a file of over 12,800,000 
fingerprint cards. 

—And exchanges fingerprint records 
with 83 countries. 

—G-Men are given a three-months' 
course in which they are thoroughly 
trained in investigative procedures 
and instructed in ballistics, finger- 
printing, criminal psychology, and 
other methods of scientific crime 
detection. 

—Their training also includes rifle 
practice—G-Men must be able to 
use a rifle, revolver, tear-gas gun, 
shot gun and "Tommy" (Thompson) 
sub-machine gun. 

—Ilf the Special Agent stays with 
F.B.Il. he must re - qualify every 
month with all weapons attend 
monthly field - office conferences 
and go back to Washington once 
a year for a month's re-education. 

—The above are just a few of the 
many details having to do with 
F.B.I. and its G-Men. 

—But they should be sufficient to 
convince any citizen of the stra- 
tegic importance of F.B.I. at this 
critical period in our affairs, and 
should ease our fears when we con- 
template the potential criminal 
acts of the enemies within our 
gates. 


President 
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and 25 years of age has been wearing 
shoes in these sizes she is eligible and (7) 
Use Brannock Measuring Device which 
will be sent to each Contest Manager to 
insure uniformity of foot measurements. 
(8) No blemishes, corns, bunions on feet. 
(9) A well-arched foot in line of beauty 
with its length and width is to be ex- 
pected. (10) It is to be recommended 
that a competent shoe fitter from a rep- 
resentative store in your city be called 
upon to take these preliminary measure- 
ments. In the final examinations the judg- 
ment of a well-known shoe merchant in 
your city would be needed. 
. = © 


Hi. T. McKINNON, who manages 
the Foot Joy Shop at High Street, 
Boston, Mass., has evolved a neat 
theory that a warped mind is just 
as apt to give a man pains in the 
forepart of his foot as is a pair of 
misfitted shoes. In fact, the pains 
may be even worse in the first in- 
stance. 

Recently Mr. McKinnon served a 
customer of long standing. The cus- 
tomer left the store with his new 
shoes which, incidentally, were not 
only the same size but the same last 
which he had worn for years. They 
were 11% AA with a AAA heel. 
The only difference was that the 
presence of the AAA heel was noted 





THE TROUBLE IS UP 
7 RE 0: “s 
= o 





in the lining stamp, the AAA being 
stamped just above the AA, denot- 
ing the width. 

About two weeks later the cus- 
tomer returned and started an argu- 
ment. He had, he said, been sold 
shoes which were so narrow they 
hurt his toes badly. Mr. McKinnon 
argued that the shoes couldn’t hurt 
his toes because they were not too 
narrow, whereupon the customer tri- 
umphantly countered by pointing to 
the AAA in the lining. He always 
had worn AA, he pointed out, and 
here he was expected to tramp the 
streets of a great city with his feet 
encased in AAA. 

After the smoke had cleared away, 
Mr. McKinnon proposed to the cus- 
tomer that he visit any other shoe- 
man in the city and ask whether 
the shoes were AA or AAA in width. 
“If anyone tells you they are AAA,” 
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said he, “come back and I['ll give 
you another pair.” 

The customer didn’t return—then. 
He showed up about one month 
later, mentioned casually that it was 
fine weather, hoped Mr. McKinnon 
felt well—and bought another pair. 





COMMENTING on a recent item 
which appeared in the RECORDER 
over the signature of Everit B. Ter- 
hune, president of this publication, 
Milton M. Gair, head of Gair’s 
men’s apparel and shoe store in 
Redlands, Cal., writes as follows: 

“Your ‘Wouldn’t It Be Wonder- 
ful’ article on page 16 of Boot AND 
SHoe Recorper (May 11, 1940) 
should be mailed to every manufac- 
turer, retailer and consumer in 
America! Management has a defi- 
nite responsibility to permit and 
allow its sources of supply a fair 
profit. Because your splendid little 
challenge had very much in com- 
mon with the theme song of our 
public relations I thought perhaps 
you might be interested in reading 
some of our advertising along this 
line.” 

Mr. Gair enclosed with his letter 
a number of advertisements his firm 
has published in the Redlands Daily 
Facts, in one of which Gair says: 

“We are sincerely trying to fulfill 
our obligation to Redlands and to 
America. We shall never knowingly 
purchase merchandise made by 
makers who have been compelled to 
exploit their employees ‘to get the 
prices down.’ We shall never know- 
ingly purchase merchandise from a 
maker who will not put his name on 
his merchandise and who insists 
that his identity to the public be 
concealed. America has learned 
that where merchandise has been 
presented to the public on which 
the maker has very carefully con- 
cealed his identity that the buying 
public may be sure of two things 
... THE QUALITY OF THE MER- 


CHANDISE AND THE WAGES 
OF THE EMPLOYEES MAKING 
AND SELLING IT HAVE BEEN 
CUT ‘TO GET THE PRICES 
DOWN.” 


N. S. DOUMITT, manager of the 
Foot Comfort Shoe Store on Geary 
Street, San Francisco, says: 

“The progressive footwear re- 
tailer of today must sell something 
other than shoes . . . and he must 
go about it in a manner different 
from that employed a few years 
ago. I mean by ‘other than shoes, 
that service, style, performance and 
various or all factors must prevail. 
The transaction is no longer a mat- 
ter of exchanging a pair of shoes 
for money, even if the shoe repre- 
sents the ultimate in style. 

“People no longer walk into your 
store just because you have a fine 
window display. A fine display 





must be an effective one; and the 
effective one is the one with a mes- 
sage. In our position we quite 
naturally feel that the factor of ser- 
vice is a long-wearing shoe that gives 
the most comfort. But whatever the 
theme of the individual dealer, he 





must put himself before the public 
and follow through with perform- 
ance. 

“We have found that no other 
medium of promotion has produced 
the results of radio announcements; 
but into that radio program must 
be indelibly written that convincing 
message of something to offer more 
than mere footwear.” 





“What other business could | follow? | cut my first teeth on a shoe horn.” 
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Prices Firm at Boston 
Fair; Buying Spotty ° 





GETTING off to a slow start, partly because of bad 
weather but mostly because of the temporary uncer- 
tainty engendered by the entrance of Italy into the war, 
the first day of Boston’s twenty-first annual shoe fair 
produced comparatively little in the way of business for 
the 600-odd manufacturers who had their lines on dis- 
play at the Hotel Statler and the Parker House. This 
was on Monday, June 10. Buying on that day can best 
be described as spotty with only a few orders of any size 
reported. On Tuesday, however, the buying tempo 
speeded up to some extent and gave promise of extend- 
ing its increase on the last two days of the fair. 
Manufacturers reported themselves encouraged by the 
fact that buyers, though few in number, did not haggle 
over prices and seemed satisfied that the price levels 
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Smart, Wearable Styles Are Favored in the Early 
Buying, with Novelties Limited to a Few Types—Buyers, 
Encouraged by Better Retail Business, Disposed to Ac- 


cept Prevailing Price Levels for Coming Fall Season 


prevailing this Spring and Summer will hold for early 
Fall selling. 


FOR this change in attitude on the part of the buyer 
several reasons were advanced. Leather men, who have 
been forced to sell their leather below cost if they did 
any business at all in the near-past, report that there is 
a definitely better feeling in the trade. Inquiries for 
leather are more numerous; prices are edging up to the 
lists which have been set by the tanners; leather in fair 
volume is being shipped abroad; more foreign orders 
are expected; and government buying of leather for 
shoes and other purposes is more than faintly outlined 
on the business horizon. 

Merchants, in turn, reported an increase in business 
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at retail following a late and very discouraging Spring 
volume. Some of them, as a matter of fact, are re- 
ordering, in Boston’s wholesale market, on whites of the 
spectator sport types to such an extent that a shortage 
in some grades has developed. 

Buyer attendance at the fair was excellent, several 
large contingents arriving from the South and some 
even from the Southwest and Pacific coast centers. 
Canada sent its usual large quota. At the end of the 
first day it was reported by Maxwell Field who, as sec- 
retary of the New England Shoe and Leather Associa- 
tion, also was manager of the fair, that more buyers 
had registered than on any other first day since the 
inception of the June dating for this annual buying 
event. 





And now just a few style highlights from the first 
twenty-four hours at the Boston Fair—more to follow 
later. Sanity continues to be the keynote in the volume 
price lines on display at the Statler and the Parker 
House. Novelties are seen in many lines but they are 
not stressed. It is the bread and butter business that 
everyone is looking for and attractive wearable styles 
are the order of the day. 

Step-ins and pumps are the number one patterns, with 
elasticized step-ins leading. The skillful use of con- 
trasting trimming has been one of the marked trends 
in all grades of Fall shoes. And the lines seen at the 
Boston Show confirm this trend. Snakeskin, smooth and 
glossy leathers, and some fabrics have all been used in 
pipings, platforms, overlays and underlays, to brighten 
up dressy suede shoes. Alligator, frogskin and lizard 
are combined with reverse leathers on tailored and 
casual types. Contrasting stitching—frequently multi- 
color—is good and gives an expensive custom look to 
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lower price shoes. Saddle stitching appears on many 
tailored or casual shoes, even occasionally on dressier 
types. Braid is important for trimming on dressy shoes. 
Perforations continue in all types from the very open 
dressy suede for early Fall wear to the sturdy low- 
heeled campus shoe in alligator calf or reverse leather. 

And, by the way, it is this low-heeled casual type that 
seemed to us the most interesting feature of the whole 
show. Shoes of this kind form an important part of 
many lines. They meet a real and constantly growing 
demand for smart, youthful walking shoes. Style and 
comfort are combined in their flexible soles—some of 
them with platforms; comfortable low heels—a good 
proportion with wedge or novelty heels; broad toes— 
often built on walled lasts; and sturdy leathers—com- 
binations of reverse, alligator, alligator calf and frog- 
skin. In these types—which include the Fall equivalent 
of the Summer play shoe—wedges still look good to 
most buyers. If not whole wedges, then adaptations, 
such as the “bridge” or “leaf” wedge, which thins out 
under the arch into a heavy platform and then thins 
again into a quarter-inch platform sole under the fore- 
part of the shoe. It looks particularly well in these low- 
heeled sturdy types. 


THE high-heeled wedge appears chiefly in the very 
open versions. Most manufacturers include it simply to 
be covered on this style. Most retailers will buy it for 
the same reason. High-heeled wedges are just not in 
the Fall picture. Some attractive carved wooden heels 
appear here and there in some very style-conscious lines. 
They are striking and will appeal to style stores. A few 
“glass” heels and transparent upper materials are seen. 
So, high style idea is already down in the $4 price 
bracket, you see. Pyramid, ski, sled and other novelty 
heels are scattered here and there through the lines, but 
not over-emphasized. There is a large percentage of 
open toes. Walled lasts in closed toes are important in 
most lines. The volume heel height remans at 17/8. 
Black suede is still way ahead of everything else for 
Antiquing is popular in campus type 


early selling. 
shoes. 
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RECORD ATTENDANCE, STRONG 
BUYING AT MIDWEST FAIR 


ARRIVING in Cincinnati, from all sections of the coun- 


try—the largest crowd on record opened the fifth 
annual Midwest Shoe Fair on Sunday, June 9, at the 
Netherland Plaza Hotel. 

Strong buying, along with a heavy attendance, made 
the fair an outstanding success, and particular interest 
was evidenced in the Fall trends, which were stabilized 
in the buying at the fair. 

The Fair Committee announced that all previous rec- 
ords for Midwest Shoe Fair attendance were broken and 
all of Cincinnati’s downtown hotels had capacity crowds. 
The 225 exhibitors were all housed in the spacious and 
beautiful Netherland Plaza Hotel and all exhibitors indi- 
cated buying that was more than satisfactory 

Sunday, June 9, was devoted entirely to buying, with 
no planned program of entertainment. The only social 
affair was a meeting of the Midwest Shoe Fair Commit- 
tee and the officers and directors of the Ohio Shoe Retail- 
ers Association who were the guests of the Netherland 
Plaza Hotel at a reception and dinner. On Monday 
noon the officers and directors of the Ohio Shoe Retailers 
Association held their annual meeting and voted to 


return the Shoe Fair to Cincinnati in 1941. They gave 
a rising vote of thanks to the Midwest Shoe Fair Com- 
mittee for their outstandingly successful 1940 fair. 

W. E. Newbold, Newbold Bootery, Cincinnati, presi- 
dent; John Schwarz, 754 E. McMillan St., Cincinnati, 
honorary president; L. A. Miller, Elder & Johnston, 
Dayton, Ohio, vice-president; C. E. Dittmer, Columbus, 
Ohio, secretary, were reelected officers of the ensuing 
year. 


THESE officers, in addition to the following, will con- 
stitute the board of directors for the ensuing 12 months: 
Guy Spring, Cincinnati; Cleve C. Hall, Youngstown; 
Robert Vestal, Elyria; Joseph M. Ryan, Columbus; 
Ralph Taylor, Columbus; R. H. Kertscher, Ravenna; 
George Dohrman, Cincinnati; Kenneth Crawford, Lima; 
Willard Kyle, Middletown; Edeard C. Horn, Cincinnati; 
Charles Taggart, Portsmouth; Ben Kessen, Cincinnati; 
Phil Fleischer, Canton; Louis Ostraov, Akron; Harold 
Roberts, Cleveland; Frank Weber, Cincinnati; Eugene 
Held, Cincinnati; F. W. Abbott, Newark. 

The main feature of the entertainment was again the 
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Top, left: This high-riding black suede stepin has the 
flattering line and braid trimming popular in many Fall 
shoes. The green wedge lining matches the green in the 
braid trimming, from Red Cross. Top, right: Unusual de- 
tails in this black suede tie are the novelty heel and the 
contrasting stitching heel and vamp from E. P. Reed. 
Bottom, left: “Glass” ornament on bow and heel gives 
this smart pump with pleated bow a very 1940 look from 
Brauer Bros. Bottom, right: Ideal for early Fall wear is 
this low cut stepin with airy punc ough vamp. Red 
piping repeats the color of the wedge, from W olff-Tober. 


glamorous and colorful banquet and style show held on 
Monday evening in the Hall of Mirrors. Approximately 
2000 spectators gathered to see 24 of Cincinnati’s loveli- 
est young ladies model more than 100 of the Fall shoes 
from 50 of the country’s leading manufacturers. Against 
a glamorous backdrop of black velvet and silver these 
girls stepped under the arch of a mammoth black pump 
and walked down the flower-banked runway which ex- 
tended the full length of the Hall of Mirrors. Costumed 
in scarlet hunting coats with black silk toppers and 
shorts, white stocks and white gloves, the models opened 
this colorful and dramatic show. All the models wore 
sample size shoes and the exhibitors showing on the run- 
way cooperated with the committee by supplying Fall 
shoes that were unusual. Beautiful and fully indicative 
of a trend toward elegant simplicity. 


UNUSUAL material such as vinolite and woven strips 
vied with rich suedes and colored for the spotlight. The 


(21) 


only note of extremity in styles in their beautiful Fall 
sample shoes were the charming and exciting new 
wedges. Furniture heels of hand-carved woods caused 
extreme interest and rightly so, because the gleam of 
lightly polished grain woods and the delicate workman- 
ship of the graceful carvings nicely complements the 
richness of suede or the sheer beauty of vinolite. 

This Midwest style show which has come to be recog- 
nized as one of the outstanding events in the shoe indus- 
try, was handled by a committee under the direction of 
Bob Nunn, buyer for Potter’s. Other members of the 
committee are Gene Held, Mabley & Carew; W. E. 
Newbold, Newbold Bootery; T. B. Kilcrease, Giddings; 
J. S. Stern, U. S. Shoe Corporation; F. X. O’Brien, 
Krippendorf Dittman. 

In addition to the showing of the shoes, the audi- 
ence also enjoyed several novelty acts, under the direc- 
[TURN TO PAGE 52, PLEASE] 


Top, left: Folded tongue, dipped side line, snub nose and 
reptile trim are four popular Fall treatments which have 
been cleverly applied to this brown suede walking shoe 
from Orthopedic. Top, right: Interesting application of 
ring lizard at toe, heel and back give a smart new look 
to the perennial V -throat elasticized pump by Rosenthal & 
Doucette. Bottom, left: Very feminine, very new looking 
is this dressy one-eyelet tie in wine kidskin with its high- 
riding flared tongue and graceful top line by Rice O'Neill. 
Bottom, right: Black faille—favorite Fall fabric—is used 
for the elasticized portion of this black suede stepin. Small 
appliques of ring lizard give interesting contrast by Wohl. 











GIVE SALES 
A SMART BUILD-UP ee e@ 


PRICE Alone Is No Longer a Sufficient Induce- 
ment to Attract Customers to a Clearance Sale 
of Shoes—Stress Style and Use of the Goods, 


with Price as an Added Selling Inducement. 


by R. E. ANDRUSS 


CLEARANCE sales do not pull as they used to some 
years back—so come reports from many sources. But 
there are still, and always will be, leftover shoes to be 
sold. There was a time, before women became com- 
pletely style minded, when the frankly acknowledged 
object of sale displays was to play up price cuts. Win- 
dows were definitely “bargain windows,” and so were 
in-store displays. The entire appeal was to make the 
shoes seem cheap—with the result that the shoes seemed 
cheapened, less desirable, with the perfectly natural 
consequence as women became more and more particu- 
lar about style. 

Nowadays sale settings must be planned to create a 
feeling that these shoes are desirable—that the sale 
prices are just an added attraction. There are some 
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Circular cutouts on wooden poles ex- 
tending from circular floor pieces 
provide stagings for shoe groupings. 
A sloped-shelf bracket fixture gives 
space on the background for shoes. 


Painted tin flags make a striking headline group when 
shown against a three-color background. Different with- 
out being “dizzy” is a good sale window guide for dis- 
plays to draw attention without detracting from shoes. 


short-lived freak styles, and some bad buys, of course, 
but these got (or should have gotten) the axe early. 
More leftovers are the natural consequence of having 
to carry size ranges for service. They are desirable 
styles that can be worn, even by style-minded women, 
for weeks or months to come. These good styles, accu- 
mulated through service requirements, need attractive 
sale settings—ads, windows and in-store promotions 
should be given careful attention. 


SALESPEOPLE, as well as customers, will be influenced 
by these displays. They will help to prevent and over- 
come that “season-and-slump” and the “they’re only 
leftovers” attitude which leads to careless, disinterested 
service. That atmosphere of “something doing” helps 
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a lot, but it must also create the impression that the 
shoes are desirable. 

It isn’t difficult or costly to create attention-getting 
displays that are attractive. Even the smaller store can 
have them. Light, color, motion and sound should all 
be considered. If you cannot have sound or even mo- 
tion, you can still use light and color effectively. A 
light flag, blown by a concealed fan, will give you 
motion; so will an inexpensive turntable. Back lighting 
(placing lights back of panels or fixtures to shine on 
and make signs on the background stand out) is easy. 
So is the use of a simple flasher system. Color accent 
can be inexpensively secured. Dark green, dull white 
and russet are good. Blue, white and orange, or red, 
white and blue are attractive. Yellow and blue are 
good together. It isn’t necessary to have elaborate 
settings either, as the accompanying sketches show. 


AD copy and show cards can help a lot by saying the 
right sort of things about the shoes. For example: 


Vacation shoes are specially priced. 

Vacation shoes at big savings. 

Mid-season freshening for your Summer wardrobe. 

An extra pair of smart shoes costs so little now. 

Feel luxurious, and still be economical. 

Values in fine shoes that you can’t afford to miss. 

Summer styles in wide selection. 

An opportunity to purchase smart shoes at important 
savings. 

There are (number) different styles in this collection 
(but not all sizes in each style). 

Sale of fine footwear. 

Every shoe offered is absolutely new and smart. 

Successes from our own stock. priced at vacation savings. 

Shoes for all occasions in many styles and colors. 

Replenish your shoe wardrobe from this smart collection. 

Priced at rock bottom simply because size ranges are 
broken. 

Fine quality shoes at such very little prices. 

Shoes for Summer—shoes you can wear into the Fall. 


Notice how each of these serves to create a feeling 
of desirability. You will find it helpful to keep that 
idea in mind as you describe your own sale shoes. 

When the shoes are displayed, avoid a cluttery ar- 
rangement—the “bargain table” loading of the dis- 
play. Many shoes can be shown without “hurting” 
them if they are neatly arranged in price or type groups. 

Continuity is important. Careful attention to each 
detail, so that one supports the other all the way from 
newspaper ads to in-store displays. Tie-up is gained 
readily by selecting a decorative motif that is adaptable 
to both ad layouts and displays, as are several of those 
in the accompanying sketches. Giving your sale the 
attention it deserves definitely helps to make the cus- 
tomers and salespeople appreciate it the more, and at 
the same time to look upon the shoes as desirable in- 
stead of just a lot of leftovers. 


A step display makes a good unit used at the rear 

of the store.. This one has the headline on glass 

panels, inset in the risers, with a flasher system 
to light the words in sequence. 


Attractive illustrations for newspaper advertisements 
also constitute an important factor in a_ successful 
clearance sale plan. A few years back it was customary 
to depend mostly on bold black type for display in 
clearance sale ads. Illustrations consisted of shoe cuts, 
often of assorted sizes, borrowed from manufacturers 


or picked up here and there, with little attention paid 


to lay-out and the harmonious appearance of the ad- 


vertisement. 

The successful merchant of today realizes that his 
store is judged by the appearance of its advertisements 
as well as by the message carried in the copy. Interest- 
ing illustrations, good shoe cuts and careful attention 
to layout and copy are as necessary in sale ads as in 
those which appear at the height of the season. 


Side wings in bright colors draw the 
eye into the window. The suspended 
sign is of half-inch wire mesh painted 
white with red cutout letters. The 
sloped plateau facilitates the display 
of shoes in price or type groups. A 
colored window frame can also be 
effectively used like small illustration. 











Forsythe Shoe Store, in Baltimore, recently remodeled. 

is a splendid example leading ail the way back to doors 

and panels of Herculite glass. This gives a wider vesti- 

bule and presents the appearance of unbroken line lead- 

ing directly into store interior. The entire store can 

be seen from any angle. Sign, entrance and windows 
are brilliantly illuminated. 


ELLUMINATION has always been recognized as a 
vital factor in the display. of merchandise, and with the 
modern store fronts now in vogue it becomes more im- 
portant than ever. The tendency today is to use brilliant 
signs to call attention to the firm name, and these stand 
out boldly against the solid black exteriors so much in 
vogue. Special attention is being given to lighting of 
store windows to obtain the maximum amount of effec- 
tive merchandise display. 

A change in the appearance of store fronts that is al- 
most startling has been brought about by the introduc- 
tion of heavy solid glass doors and panels, which give 
the impression of a store opening directly upon the 
street, with no intervening partition. Many of the new 
stores opened this year have adopted this plan of store 
front. It affords an uninterrupted view of the interior 
and provides an opportunity to work out effective mer- 
chandise displays within the store itself. 





ILLUMINATION 


Important Factor in Modern Store Fronts 


Window and sign illumina- 
tion give brilliant contrast 
to black exterior of DeArcy’s 
Boot Shop, Des Moines, Ia. 
The oyster white of the in- 
terior is carried out in the 
background of the wii 





Display windows and store signs 
stand out boldly by night at new 
Byck store, Atlanta, attracting 
passershy and potential custom- 
ers to the merchandise on display. 


Visitors from coast to coast pro- 
nounce the all-glass front of the 
new Florsheim store in Denver 
unique throughout the country. 
It is the only one of its type in 
Denver and is almost startling 
in the unexpected newness oj 
its design. W. A. Rasmussen, 
manager, says this front brings 
the store onto the street and the 
street into the store in an un- 
usual way. The heavy plate 
glass doors are recognized as 
doors only by the brass fixtures 
of the heavy glass hand bars. 
The effect of the glass front is 
to give one the feeling of walk- 
ing right in with no restraint. 





Brilliant Signs and Brightly Illuminated Windows Contrast Boldly 
with Black Exteriors, while New Treatment of Store Fronts and Use 


of Solid Glass Doors Give the Impression of Unbroken Lines from 





Sidewalk Straight into Store Interior, a Decided Innovation in Design 
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OUTLOOK 


Talking Service and Failing to Give It 


A VERY significant statement was made by Mary 
Lewis when she opened the Fashion auditorium at the 
New York World’s Fair, to the effect: “Women are 
getting to be a little more careful in their selection of 
apparel. The flash of the moment has given way to a 
desire for clothes that will be in good taste for a period 
of one or two years.” 

On that statement hangs the well-considered opinion 
of a tremendously competent woman in the apparel 
world, who sees a trend towards better and more lasting 
things—something that is also significant to the field of 
shoes. Not that shoes last that length of time but the 
desire for an article of better taste, better lines, design 
and color has within it the possibilities of better price, 
better service and better fitting. Perhaps she was think- 
ing in terms of the business woman or the wife who 
must, of necessity, concentrate on clothes that are less 
flashy and extreme than those worn by the “young fry.” 
But she did give definite hope to the quality field, which 
has been for long faint in heart in holding out against 
fast goods at fast prices. She was honest enough not to 
predicate her thinking on keeping quality up because 
the very name of quality, itself, indicated the charge- 
account aristocracy of a former day. 

The reason we put emphasis on the subject is some- 
thing else again. Namely, it’s good business for the 
merchant to sell shoes and wearing apparel at better 
prices because he takes in more money per sales ticket. 
With more money in the till he can pay his bills, his 
costs and his wages and have something left for himself 
for the time and money invested. 

Many shoe stores have gone through a terrible experi- 
ence in the last three months—less customer contact 
and less dollars per customer of intake. We have rea- 
soned it out that if they could have given the customer 
a chance for a choice between two prices, the salesman 
on the fitting floor could have proved his salesmanship 
through the intake of more money. It stands to reason 
that with plenty of sizes on the shelves, the clerk may 
be putting in as much time to sell a $3.00 shoe as he 
would be putting in selling shoes for $6.50, $8.75 or 
$10.50. In the one case the difference between cost and 
selling price is small and in the other large. The funda- 
mental cost of overhead—heat, light, etc. are equal but 
the intake in dollars is exceedingly different. 

So if it is a case of rational styling for a little longer 
life, better taste and better ingredients, it is also better 
for the merchant. The salesman is a better man for 


by ARTHUR D. ANDERSON 
EDITOR, BUOT AND SHOE RECORDER 


the better job done and the customer is, in the long run, 
better satisfied with the better shoes. 

One great error that is being perpetrated this Sum- 
mer is for quality stores, having well-established names, 
carrying second lines at half the price, in the hopes that 
they will capture a volume of trade through selling a 
man or a woman Summer apparel and Summer shoes 
in the philosophy that Summer things are not worn as 
long and hard. A friend of ours, who was a con- 
stant customer of a famous named hat, was told by a 
clerk: “You don’t have to pay that price for a Summer 
hat.” As a result, the man bought a cheap hat, at a 
cheap price, and it looked it. He was “mad as a hatter” 
and his criticism was directed against the famous name, 
because he had long since forgotten the price he had 
paid and could only remember where he had bought it. 

So you see, there is an obligation to live up to a 
quality, if you have that reputation. 

If the public is in a growing appreciation of good 
shoes and good fitting, then we may be able to build 
back a good shoe business. At the moment our words 
and our actions are not one. We talk shoe fitting and 
fail to give it. No merchant can buy thirty-six pairs of 
shoes and hope to do a season’s business on that collec- 
tion of sizes, even though he multiplies the order by a 
hundred different numbers. 

There’s a need for greater honesty in shoe stores in 
their contact with the public. We say service and pre- 
tend to give it but what we say and what we give is not 
translated into the shoes themselves. 

We have reached a rather crucial time in the shoe 
business because, when you sell a number of qualities in 
one store, over the same fitting stool, you are liable to 
measure your quality of service on the lowest volume 
article sold. Quality of fitting service needs attention. 
Stores that operate on the basis of taking in green boys 
and putting a fitting stick in their hands and bragging 
that they make competent shoe fitters in a few weeks, 
don’t help to uphold the standards and principles of 
shoe service. It takes time, experience, skillful coach- 
ing, a sense of proportion and a keen desire to help the 
customer select the right style in the right size for the 
right purpose. Shoes are not package-goods at any 
price and yet there is a trend in the direction of hand- 
ling them as such. 
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A small patch of green lawn under an umbrella, 

provides the setting for the display of play shoes 

in this attractive corner section of Potter’s second 
floor women’s department. 


huge, colorful umbrella and Summer furniture to aid 
in conveying outdoor atmosphere. In front of the um- 
brella, on a green lawn, are placed all the new fashions 
in play shoes consisting almost entirely of wedges. A 
white picket fence and small cutout figures of Summer 
sports are used on the walls. The store’s advertising 
emphasized this setting with the caption, “Get out in the 
Sun—enjoy the fun in outdoorables!” And the copy 
theme started, “Potter’s Play Shoes for every place 
you'll go . . . every style from biking to hiking.” The 
price range of this playwear runs from $3.95 to $6.95. 
R. J. De Wan, manager and buyer for Potter’s Men’s 
Shop, is enjoying this daubing with tropical colors, the 
idea being a new one in this department. “We are pio- 
neering in men’s play shoe color promotion,” says Mr. 
De Wan, “and men are taking to colors. With birds it 
is always the male that wears the bright plumage; with 


Putting Play Shoes in Their Place 


SHOWMANSHIP is necessary at times to sell shoes. 
This is being shown by the Potter Shoe Co., Cincinnati, 
in their coordinated promotion of play shoes. Women’s, 
men’s and junior shops in this store are staging a 
Summertime setting in keeping with the brilliant color- 
ings of outdoor footwear, and Potter’s have found that 
more genuine interest, more desire to own play shoes 
and more sales have resulted from this type of merchan- 
dising. 

“Attention is not called to the colorful display of play 
footwear until the customer has completed her purchase 
of that pair of shoes for street dress,” says Robert G. 
Nunn, buyer and manager for Potter’s women’s shoe 
departments. “At the close of the sale a portable, 
tiered, bamboo service cart, accommodating eight styles 
in women’s play shoes, is placed before the customer as 
a temptation, and it really works wonders!” The main 
thought is not to allow the customer’s attention to center 
on these “extras” until the right moment. In other 
words, she must not get the idea that she can make that 
pair of play shoes do duty for play and dress. She 
must be impressed with “that extra pair for playtime 
wear!” which is the slogan at Potter’s. 

On entering the women’s salon, the customer is imme- 
diately put in a Summer mood by being transported to 
a Summer scene. A cool, inviting setting ingeniously 
improvised on the store’s second floor consists of a 


POTTER Shoe Co., Cincinnati, Selling Play 
Shoes—a Lot of Them—But Only As “Extra 
Pairs,” Through a Novel Bit of Planned Pro- 


motion That Has W orked Out Very Successfully 


us this is somewhat reversed. And so we men are rem- 
edying the situation by emerging from our sedate shades 
and wearing colors that will complement our ladies’ 
sports costumes.” 

On a planked platform, displayed for “slacks appeal,” 
are various fashions in play shoes for men. Here 
luggage leather platform sandals keep step with lastex 
sandals in green, adobe, and bright blue. Prominent 
in this display is a smart perforated two-tone stepin, a 
sort of glorified play pump, the perfect clubhouse shoe, 
definitely the proper thing to step into after that game. 
The placard on this display reads: “Just name your 
sport and we have the shoe for it.” Here, too, empha- 
sis is placed on “that extra pair!” Prices range from 
$2.50 to $7.95. 

[TURN TO PAGE 45, PLEASE] 
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Here is the Big SPECIAL SALE 
You Can Count on to Make This 
The Liveliest Dr. Scholl’s Foot 
Comfort Drive You Ever Put On! 


35¢ DR. SCHOLL’S 

New FOOT BALM 

35¢ DR. SCHOLL’S 
FOOT POWDER 
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The stronger you feature this 
special, the bigger demand you 
will have! ORDER NOW—this 
combination offer wholesales 
at $4.00 per dozen sets. 


ADVERTISING ON BIG SCALE! 


DR. SCHOLL’S FOOT COMFORT WEEK 
advertising this June will reach the largest 
audience with*the strongest message and 
greatest appeal we ever made in the 24 
years’ history of this annual event. 


Advertisements will appear in 


THE SATURDAY EVENING POST 
LIFE COLLIER’S 
THIS WEEK AMERICAN WEEKLY 
ROTOGRAVURE SECTIONS 


plus 249,000 Dr. Scholl ads 
appearing every month! 


TIE IN with this great advertising program 
by placing your Dr. Scholl display material 
in your window and with a unit on your 
counter. Get ready for DR. SCHOLL’S 
FOOT COMFORT WEEK now/ 
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THE SCHOLL MFG. CO., Inc. 


Largest Institution in the World Devoted Exclusively to Foot Care 
213 West Schiller Street, Chicago + 62 West 14th Street, New York 
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A Boot and Shoe Recorder Department 





Cellophane Display Containers 


A New York shoe store has an at- 
tractive window display of shoes for 
play and travel. But instead of a 
conventional background of leather 
and canvas traveling bags, the store 


has had a number of women’s suit- 


cases, fitted cases and overnight bags 
made up in cellophane, with the 
edges and corners and handles trim- 
med with bright red, white and blue 
ribbon. Inside each bag are placed 
several pair of attractive traveling 
shoes adding a practical note to a 
modern idea in packing. 
* - * 

“Show ’em Your Heels” 

(Maling Brothers, Chicago) 


* * 


For a Perfect Fit 


“Upon our purchase of an X-Ray 
machine recently,” says A. Littman, 
proprietor of Littman’s shoe store, 
4311 Thirteenth Street, Brooklyn, “we 
debated the best possible manner of 
informing our customers. After con- 
siderable deliberation, we worked out 
this letter which we mailed to our 
trade. The response we received was 
surprisingly fine, and brought some 
very good comment.” Here is the 
text of the letter: 


by JOHN F. W. ANDERSON 


Dressed for Comfort 


Now is the time when men begin 
to think of lighter suits, cooler shirts, 
lightweight hats and ventilated shoes 
for Summer. And if the past few 
hot days are any criterion, men are 
thinking more of cooler garments for 
sports and business this year than 
ever before. Lightweight cool cloth- 
ing seems to be all the rage and it is 
being closely paced by active shoe 
stores with comparable shoes with 
lightweight soles and woven and ven- 
tilated uppers. 

The John Ward shoe stores back 
up their window display of light- 
weight shoes for Summer with the 
following sign in large type that stops 
all window gazers: 


“THIS SUMMER 
WHY SIMMER? 


“Ventilated shoes are sensible. 
modern, help to keep you cool 
and poised even in Julaugust, 
when sidewalks simmer .. . 
We recommend them in 

tan for business, and 

white for leisure wear— 

and many men use one 

style for both purposes.” 





Dear Madam: 


for children. 


X-Ray Machine. 


feet rest in Kali-sten-iks Shoes. 





Perfect fit has always been of greatest importance in selecting shoes 
Endeavoring to constantly improve our fitting service, 
we have purchased at considerable expense the very latest and improved 
Now yourself can see how comfortably your child’s 


As one of our many satisfied customers who have helped us to grow 
constantly, we take this opportunity to thank you tor your past patron- 
age; we feel confident the addition of this modern X-Ray Shoe Fitter 
will enable us to serve you still more adequately in the future. 

We invite your inspection of this aid to better fitting. 

Very sincerely yours, 


LITTMAN’S. 








The Finish Is the Thing 


There has been a tendency in 
shoe stores this Spring to add more 
and more shoe polishes to their win- 
dow and interior displays. Polishes, 
laces, socks, horns, golf spikes and 
other accessories are getting a bigger 
play in the exclusive shoe store this 
season than in many a year. One 
shoe store we know has gone one step 
further. Reasoning that with the big 
business they have been doing in 
play and beach shoes, they could pos- 
sibly do a considerable business in 
play and beach games and accessories, 
they have added many lines that were 
unknown in the retail shoe store ever 
before. And they report that they 
particularly expect to do a good busi- 
ness in a line of suntan creams as an 
extra to plug immediately after a sale 
of beach shoes. It sounds like a logi- 
cal follow-up to us. 


* + 


“What Are They Made Of?” 


Many a time it’s effective for a 
shoe salesman to talk about construc- 
tion and ingredients when selling 
shoes, and if he can convince the cus- 
tomer that the shoes he is selling are 
made better than the rest of the com- 
parable shoes on the market, it will 
often clinch the sale. 

“Posture Foundation Sneakers 
Keep Children’s Feet Healthy While 
They Play” reads the sign over a shoe 
breakdown in Alexander’s, one of the 
most active children’s departments in 
the New York area. 

Behind a display of their more 
popular models of children’s play 
shoes is a shoe “divided up into its 
component parts.” Sole, insole, parts 
of the lining, upper, tongue, lacing, 
etc., are all mounted on a dark green 
cloth-covered board, and are graphic 
proof of the construction details of 
the store’s best selling sneaker. 
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BEST IDEA OF THE WEEK 
GRAPHIC PROOF OF SHOES IN STOCK 


(Daniels & Fisher, 


O. P. Ideator—*I understand from one of your com- 
petitors that you have done an excellent job in increas- 
ing the business of your children’s department. What 
are the ways and means you have used to draw more 
business through your entrance doors?” 


Buyer Dick Runyon—“It’s no secret, it’s just that 
we have taken notice of customers’ displeasure and 
dissatisfaction in not finding adequate sizes to meet 
their needs. Customers like styles, even in children’s 
shoes nowadays, but they sure walk out the door fast 
if you haven’t the shoes in stock to back up your win- 
dow displays.” 


O. P. Ideator—“What is the chief difficulty in fit- 


ting children’s feet?” 


Buyer Runyon—"! think the chief problem today is 
in assuring mothers that we are fitting shoes correctly 
so that their children’s feet will grow as nature in- 
tended. In order to convince mothers that we have 
one of the widest size ranges of children’s shoes in the 
country, and to prove to them that we are fitting their 
children’s feet accurately, not trying to bridge sizes, 
we have carried size information to the mothers in an 
impressive and graphic manner. 

“The idea consists of a huge display board, built of 
compo board, fifteen feet long, and mounted on the 
wall at the head of the children’s department. It is 
ruled off into size classifications, with black lettering 
on a white background, and is so large that it can be 
seen from anywhere on the floor. Detailing in one 
glance the entire size range carried, the board is 


Denver, Colorado) 


topped with the legend: YOU WILL FIND HERE 
EVERY SIZE NECESSARY TO FIT YOUR CHIL- 
DREN’S FEET COMFORTABLY—CORRECTLY 
SMARTLY. Mothers who say that they are always 
worried about getting their children’s feet fitted cor- 
rectly are always shown the board to prove that 
Daniels & Fisher has the shoes in stock for a com- 
petent shoe salesman to fit their child’s feet correctly. 
I assure you that this board carries the conviction to 
close many a sale.” 


O. P. Ideator—*Tell me, just how does the chart 
work?” 


Buyer Runyon—*“The board is divided into the two 
main classifications of size and width. Horizontally, 
there are 27 columns, giving sizes from 64% to 3. 
Vertically, the board has four columns, marked A, B. 
C, and D, respectively. Shown in each square thus 
formed is an actual shoe—59 shoes in all clipped to 
the board—thus giving the mother an opportunity to 
select the appropriate style and actually see the shape 
of the shoe thus chosen. The shoes on display, plus 
the prominent position of the display board, has been 
a constant magnet drawing new customers into the 
departmem which have never traded there before. 

“Mothers who find buying their children’s shoes a 
considerable problem, can always be convinced by 
demonstrating our shoe department’s ability to provide 
complete fitting to the point of custom made shoes. 
An explanation of the display turns many a visitor 
into a regular customer, and a satisfied mother always 
tells her friends who have children.” 








Reflected Sales 


Account Overdue 





There’s no reason why a shoe store 
can’t learn some hints on merchandis- 
ing from a pie store. So here goes 
on an idea picked up in a modern 
neighborhood bakery. 

Behind the serving counter, a se- 
ries of four  glass-with-metal-trim 
shelves are fastened on the wall. The 
lowest, about four and a half feet 
above the floor; the highest, about six 
feet. A mirror is placed behind each 
shelf—each mirror having a forward 
tilt at its upper edge. The effect is 
that the customer sees the side of the 
cake or pie in direct view and the top 
of the cake or pie reflected in the 
mirror. All in all it’s a very effective 
and eye-catching display. . And if this 
idea sells pies in a bakery, it seems it 
would make a very useful way to dis- 
play play or novelty shoes behind a 
hosiery counter in a shoe store. 








“Oh, that I should ever see trees 
that grow beneath the knees.” 
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In sending out a letter to a long 
overdue account, a mention of basic 
business principles will often do the 
trick, as for example: 

Re: Your April account of 

Some of our customers pay cash for 
their shoes, others pay at the first of 
the month and still others, either 
through oversight or necessity, allow 
their account to become overdue. We 
value just as highly the business we 
receive from the last-mentioned group 
as we do that from the first two. 

When you ordered the shoes rep- 
resented by the above mentioned 
amount and we accepted your order, 
we both assumed an obligation. Ours 
was to ship promptly the goods as 
ordered and in this instance to extend 
credit under our regular rules. Your 
obligation was to pay the account in 
accordance with these terms or, being 
unable to do so, write us explaining 
the situation and making definite ar- 
rangements for settlement. 

We have done our part. Will you 
do yours? 








[32] 


BOOT anp SHOE RECORDER, June 15, 1940 


Buying for Needs Policy Urged at Frisco 





Regardless of War Developments, the Public Will Want Shoes, 
L. E. Langston Reminds Retailers at California Convention 


by HARRY R. TERHUNE 


SAN FRANCISCO, CALIF. — Extraordi- 
nary world events, Italy’s entrance into 
the war, the President’s speech and the 
reactions of the shoe craft assembled 
here gave a dramatic touch to the an- 
nual convention of the California Shoe 
Retailers this week. A_ serious-faced 
group of shoemen heard Frank M. Rus- 
sell, University of California Professor 
of Political Science, outline world 
events in which he concluded: “The 
next year or so will see an upswing in 
business percolating through all lines. 
This is ‘the hour’ when we must manu- 
facture immense war materials.” 

Convention activities were auto- 
matically stopped during the President’s 
speech. An hour or so after that, 
groups discussed the address and its 
implications. Then came the feeling of 
reassured confidence so ably expressed 
by L. E. Langston, executive secretary 
of the N. S. R. A., who stated: “The 
public will want shoes no matter who 
wins the war.” Mr. Langston further 
admonished cautious buying with ad- 
herence to well established merchan- 
dising principles. “Nobody can go 
wrong buying his proper needs today,” 
he emphasized. 

Recognition of the gravity of the na- 
tional situation was reflected in the 
adoption of the following resolution: 
“Resolved, that the California Retail 
Shoe Dealers Association heartily en- 
dorses and recommends to its members 
that they cooperate fully with the 
orders of the President of the United 
States in making available for encamp- 
ment or other service any of their em- 
ployees who are members of the Na- 
tional Guard, and assure them the 
security of their positions.” 

Buying was apparently normal in al! 
fields. Orders placed were the result 
of open to buy budgets. It was esti- 
mated by Convention Manager William 
J. Ahern that half a million dollars 
worth of shoes were bought by retailers 
representing nearly every California 
city, as well as many buyers from 
neighboring States. Sample room 
checking revealed these trends: Easy- 
to-get-into shoes had first choice in all 
lines of women’s shoes. Elasticized ma- 
terials showed increased acceptance. 
Sueded materials for first Fall buying 
dominated the field with black, brown 
and blues good in order named. Wedges 
are being limited to about 10 per cent 
of placed dress shoe orders. Decided 
interest in ski toes and high walled 
lists. “Softies” are definitely the main 
shoe type for first Fall openings, as is 
logical after women have spent the 
Summer in play shoes. 

In sports welts the saddle pattern is 
strong with brown or blue saddles on 





RUSSELL WERNER 
Vice-President and Treasurer of 


California Shoe Retailers, who 
Headed Program Committee. 


the white vamps and quarters. Plain 
seamless plug patterns are tops, with 
a toss-up between sueded and grained 
leathers. Rubbers, especially ribbed 
rubber and crepe soles, are now cor- 
sidered volume sales producers for Fall. 
Step-in and zipper patterns are strong. 
Unlined full platform types were on 
many buying sheets, especially those 
platforms showing an outline of heel 
and arch on the platform. 

In the men’s lines, it seemed that no 
one trend was outstanding save the 
dark stained finishes, wide toes and a 
smattering of wedges. Softer leathers, 
heavier yet more flexible soles, were 
well received. Rubber soles seemed 
stronger for Fall than usual, with 
wedges first, then crepes and some 
gummies. 

An able discussion on “The Shoe Re- 
tailer and His Problems,” was given by 
L. E. Langston. Floor discussion fol- 
lowing this talk developed the thought 
that the biggest obstacle in the way of 
reasonable profits for retailers was the 
considerable percentage of bad fitting 
shoes shipped them by manufacturers. 
Miss. Frederika Fox, merchandising 
editor of Vogue, read an article on her 
version of “Fashion and Merchandis- 
ing.” Carol S. Wills was reelected 
president of the association. Other 
officers elected were Russell Werner, 
vice-president and treasurer; William 
R. Ahern, secretary. Board of direc- 






tors for three years—Clarence Fontius, 
Los Angeles; H. Abrams, Santa Cruz; 
Harry C. Locey, Visalia; Paul Jesberg, 
Los Angeles; James Spain, San Berna- 
dino, and Russell Werner, San Fran- 
cisco. Two year term—Lloyd Baird, 
Fresno; Ray Garwood, Berkeley; Ray 
Johnson, Pasadena; Mrs. Alice Peter- 
son, Santa Ana; James Renetzky, San 
Luis Obispo, and Arthur Weston, Oak- 
land. For one year—Will Allen Porter- 
ville; Frank Dunns Stockton; Chester 
Herold, San Jose; Michel A. Levy, 
Santa Barbara; William Shiverts, Oak- 
land; H. D. Wiltermood, Oakland. While 
not definitely decided, the next conven- 
tion will probably be held in San Fran- 
cisco. 





C. P. Ford & Co. Suspend 


Manufacturing Operations 


RocHESTER, N. Y.— No more shoes 
will be made by C. P. Ford & Co., re- 
nowned manufacturers of quality foot- 
wear for women which has been in 
business since the Civil War. The 
company confirmed that its 350 em- 
ployees were paid off in full and told 
their services will not be required 
longer. Their hopes were raised by 
unconfirmed reports that two different 
groups are negotiating for the assets 
with ambitions to resume the business 
if either succeeds in acquiring them. 

Fall samples were made by C. P. 
Ford & Co. this year as usual, but 
salesmen did not take them out on the 
road when the time to do so arrived. 

Employees at the factory are mem- 
bers of the United Shoe Workers of 
America, a CIO union, and it asked 
for negotiations for a renewal of the 
yearly contract before its expiration 
on May 31. Rumors that the manufac- 
ture of shoes might be discontinued be- 
gan to circulate, as plans for another 
labor contract were held up and em- 
ployees were told individually that their 
services would not be required. They 
were paid off in full on June 7. 

C. P. Ford & Co. is an outgrowth o 
the firm of Sartwell & Hough, which 
began the manufacture of women’s 
footwear at Auburn in 1865. When 
Mr. Sartwell retired several years 
later, Charles P. Ford, who had been 
an officer in the Civil War, bought an 
interest in the firm and the business 
was moved to a factory in Mill Street, 
Rochester. 

The excellence of its product made 
Hough & Ford renowned, and the busi 
ness grew rapidly. It was moved to 
the six-story factory at 12 Mill Street, 
occupying all of the floors—as it does 
today—and it produced 2,500 pairs of 
shoes daily. 

The present name was adopted when 
Mr. Ford bought out the interests of 
Mr. Hough and became its president. 
He continued as president until the 
time of his death in 1916. John B. Dav- 
ies was the next president, and was 
succeeded by John H. Kinne. 

When he died, Innes P. Allen, father 

[TURN TO PAGE 55, PLEASE] 
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BUSTER BROWN 
OFFICIAL Girl Scout Shoes 


BROWN SHOE COMPANY is one of two licensed 
manufacturers of Official Girl Scout Shoes. For many 
years it has held this distinction. 


The “Official” Girl Scout Label in the lining of every 
pair of Buster Brown Official Girl Scout Shoes means 
these shoes have been authorized by Girl Scouts, Inc., 
and have been approved according to rigid quality 
specifications set by this organization. 


Based on high principles of foot health, comfort 
and long wear, styled appropriately for school, 
camping and play, Buster Brown Official Girl 
Scout Shoes are in demand by girls and women 
in general as well as Girl Scouts. 


Since 1931 Buster Brown Official Girl 
Scout Shoes have been a valuable 
part of the Buster Brown franchise. 


No. G. S. 20. $3.30. $5.50 retail 
Moca Elk upper, full quarter leather 
lining, moccasin stitched vamp, 
leather sole and rubber heel, Good- 
year welt, Peda-Pivot Construction. 


Sizes and widths; AAAA, 4—10; 
AAA, 34%4—10; AA, 3—10; A, 3—10; 
B, 244—10; C, 24%4—10; D, 3—10. 


BUSTER BROWN national advertising, featuring the 
6-point Fitting Plan, is a valuable selling help for the Buster 
Brown retailer. Complete information on Buster Brown 
Official Girl Scout Shoes and Buster Brown advertising is 
available upon request. 


Brown. Dvoe Gompany 


MANUFACTURERS Ge) ST. LOUI 
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OFFICIAL 
GIRL SCOUT 
SHOES 














































SPECIFICATIONS set by Girl Scouts, Inc., official headquarters of the 
Girl Scout movement, are the guides by which Official Girl Scout Shoes 
are made. Manufacturers whose products come up to the standard set 
by this authority are licensed to make the Official Girl Scout Shoe. 
Curtis-Stephens-Embry Company, makers of quality shoes for girls since 
1882, have been so licensed and are now making these shoes. 

The Scouts themselves are aware of the qualities which make for good 
shoes. They are trained, both at school and at camp, to insist on shoes 


which are comfortable, smartly styled and durable. Their hearty ac- 


l claim of Curtis-Stephens-Embry Official Girl Scout Shoes, as well as that 

: of all girls and misses, is your best guarantee of quality and satisfaction. 
Girl Scout Shoes, made in ORIGINAL Girl Scout pat- 

l terns and over ORIGINAL Girl Scout Lasts, are car- 

‘ ried in complete size runs from 1244 misses’ for the 
Brownie Scout to 12 growing girls’ for the Senior 

7 Scout. Be sure to avail yourself of the advantages of 

r an alert stock service on these business builders. 

D, 

+ No. 110 super-quality White 

“ Elk—nap sole, in-stock, $3.30. 

); $5.50 retail. AAAA, 4—10; 

); AAA, 34%4—10; AA, 34%4—10; A, 

0. 3144—10; B, 34%—10; C, 34%4—29. 

% No. 112 in Coffee Elk, leather 

“a sole. AAAA, 4—12; AAA, AA, 

“4 A and B, 3%—12; C, 3%4—11; 

, D, 34%4—10. 





CURTIS-STEPHENS-EMBRY CO., INC. 
Reading 


x 


Pennsylvania 
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CERTIFIED 
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GREENEBAUM’S HIGH QUALITY UPPER LEATHER SIDES FOR ,- 
GIRL SCOUT SHOES —It meets the rigid specifications. The sturdy = 
wearing qualities and good appearance are dis- = 

tinctly aided by this quality leather, which in ' 

turn makes your service at the fitting stool Pro 

At. 

easier. post 

betv 

Shoe 

style 

Coffee Elk—Girl Scout Shoes leatk 

are made by Brown Shoe Com- a 

pany, St. Louis, Mo., and Curtis- accor 

Stephens-Embry Company, Inc., Girl 

d 

Reading, Pa., are in-stock, and Ron 






retail at $5.00 and $5.50. 








FOUR tanneries geared to meet the demands of shoe man- 
STADRI and FUTDRI—- ufacturers in a quick and efficient manner for quality 
two incomparable sole leathers priced in line with present-day conditions. For 
leathers — tanned to meet sport or street shoes, for men and women, use Sport Elk 
rigid wearing requirements. Kip and Sides, dress Kip and Sides, white sueded Buck- 
skin and Printed Sides. Greenebaum Chrome Elk is found 
in many lines of children’s shoes. Greenebaum Leathers 
ARE a standard of quality! 










REG. U. &. PAT. OFF. 


J. GREENEBAUM TANNING CO. 
3057 N. Roeekwell Street Chicago, Illinois 
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ACTIVE GIRLS NEED 
THE BE LOES ON 


@VER thousands of miles of green countryside right now, thousands of 
girls, big and little, are hiking and biking, playing games, sailing boats 
and climbing trees. Half a million of them are tramping and playing under 
the guidance of their Girl Scout leaders. Many more are equally active out- 
side that organization. In another few months they will be back at school 
with less time for play but just as much need for the right shoes to carry 
them through their busy days. All of these girls—whether they are Girl 
Scouts or not—want the best shoes on the market; sturdy, flexible shoes 
that will give them the right support and comfort; shoes with the straight 
inner line, broad low heels, broad toes and flexible shanks required inj 
official Girl Scout Shoes. } 
Proper training is making all girls more exacting in their choice of shoes. 
At school and in camp, they are being taught the importance of correct 
posture and the close connection between good posture and good feet, 
between good feet and correct shoes. They have found that Girl Scout 
Shoes are smart looking as well as comfortable. They like the choice of 
styles offered in these well-designed, well-made shoes: moccasin types with 
leather and rubber soles in tan, white, smoke and black elk,.in white and 
tan; and the darling of every age—the tan and white saddle ox- 

ford; all these and more besides can be found in shoes built 
according to the scientific specifications of Girl Scout Shoes. 


Girl Scout Shoes are carried In-Stock up to size 12 
and in Widths from AAAA to D, an unusual op- 
portunity to get larger sizes out of stock. 


Light Smoke Elk—Sport Sole. 


Brown Elk Oxford—Ped-a-pivot 


Construction. 


Being known as headquarters 
for Girl Scout Shoes in your 
community will bring prestige 
and profit to your store. This 
line builds good will among the 
younger generation, your future 
customers. 
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DU-FLEX SOLES 







YOU will see them on the best sports shoes 





because customer preference has put them 






there—customer preference based on recog- 






nized superiority. Other Du-Flex Soles are 






available in GumSar (plenty tough yet so light 






it floats)—the ever-popular Gristle (famous 






for its light weight and durability )—Du-Flex 






Crepe (of live, “nervy” rubber)—and Nap 






(felt-like and fibrous). More national adver- 






tising puts sole appeal right up to the 






public and that means extra sales ap- 






peal for shoes which carry the Du-Flex 








White Elk—Sport Sole. trade-mark. 
Girl Scout Shoes are made by 
Brown Shoe Company, St. Louis, 
Mo., and Curtis-Stephens-Embry 
Company, Inc., Reading, Pa., 
are In-Stock, and retail at $5.00 
and $5.50. 










AVON SOLE COMPAN Y 


Avon os) Massachusetts 
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36,000,006 
EVERY SELLING YEAR 





[PEPPERELL 





EACH year over 36,000,000 articles 

made from Pepperell Fabrics are sold 

to men, housewives and children all 

over America. More of them know 

FAB RICS this name and the fabrics which it 

i marks than any other name in the tex- 

enene  tile business. They want to know about 

this name because it has always meant real value to them at 
a popular price. 


Pepperell Shoe Linings are of course an important fabric in 
this vast volume that is regularly used by American consumers. 
The basis of this national confidence in the Pepperell name 
is built on manufacturing methods that maintain quality 
through laboratory tests, raw material, inspection, and high 
maintenance standards in the production of all fabrics. 





White Elk—Tan saddle, 21 Iron Smooth 
Red Sole. 

Girl Scout Shoes are made by Brown 
Shoe Company, St. Louis, Mo., and 
Curtis-Stephens-Embry Company, Inc., 
Reading, Pa., are In-Stock, and retail at 


$5.00 and $5.50. 


THESE shoes are lined 
with a heavy weight, spe- 
cially woven Pepperell 
Shoe Lining. It isa 
bleached, napped, twill, 
precision finished and car- 
ries out the traditional 
quality of all Pepperell 
Fabrics. 


PEPPERELL MANUFACTURING COMPANY 
160 State Street ort Boston, Mass. 


+ 





GEILICH LININGS 
ARE SELECTED 
FOR OFFICIAL 
GIRL SCOUT SHOES 


Geilich Leather Co. are tanners of Kip 


Lining Leathers— Natural and Colors. = Coffee Elk—White Elk Treated 
Oak Sole. 


Girl Scout Shoes are made by 
Brown Shoe Company, St. Louis, 
Mo., and Curtis-Stephens-Embry 
Company, Inc., Reading, Pa., are 
In-Stock, and retail at $5.00 and 
$5.50. 


GEILICH LEATHER COMPANY 


20 East Street Boston, Massachusetts 
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THIS WEEK IN THE 


Saturday, June 15, 1940 


SHOE TRADE 


National News 





Hide Prices Decline to Pre-War Level 





‘Expectation of a Shorter War, Foreign Liquidation of Hide 
Futures and Forced Liquidation Due to Stock Market 


Decline, Factors 


in Market Fall 


By Sheldon Clark 


New York—Paralleling the drop in 
the stock market, hide prices over the 
past four weeks have declined ap- 
proximately 4% cents per Ib. to bring 
prices to the prewar level. Hide fu- 
tures fluctuated within a narrow range 
on the day of Italy’s entrance into the 
war, and spot prices on the Chicago 
market remained unchanged. 

The drop on the New York Com- 
modity Exchange and a commensurate 
decline in spot prices at Chicago pack- 
ers plants, resulted in declines in 
leather prices. However, tanners’ mark- 
ups had not been equivalent to recent 
advances in raw materials, so leather 
price declines were moderate. 

The effect of the break in hide fu- 
tures was to obliterate for a time talk 
of higher wholesale shoe prices. How- 
ever, traders pointed out that much 
will depend on the extent of army shoe 
orders placed by the U. S. government 
in pursuance of our national defense 
program. 

Largely accounting for the drop in 
hide futures were expectations of a 
shorter war, foreign liquidation of hide 
futures, forced liquidation engendered 
by the drop in the stock market, a con- 
tra-seasonal decline in shoe production 
and probable loss of some of our foreign 
leather markets. 

While territories conquered by the 
Nazis are lost as export markets, both, 
by the British blockade and allied 
sympathy in this country, the growing 
American help to the allies may ulti- 
mately result in increasing exports. In 
view of possible American entrance into 


the war, the course of hide and leather 
exports during the World War are in- 
[TURN TO PAGE 44, PLEASE] 





Shoe Store a Landmark 


1854 





1940 


@ years 
IS A LONG, LONG TIME... 
_..But that is the length of time we 


ve served the people of Muscatine 
in the same location since 1854 


We Cordially Invite You to See All Day 
Tomorrow on Display — 


it} 


* HUNT; ‘ 











This interesting advertisement was pub- 
lished by The Wilson Shoe Store, of 
Muscatine, lowa, in a recent centennial 
anniversary edition of the Muscatine 
Journal. It showed an exact model of 
the Wilson store, founded - 1854, as it 
appeared for 80 years. Present mem- 
fone of the firm are Thomas P. Wilson, 
Robert C. Wilson, John E. Wilson and 
Richard H. Wilson. 


Black Leads Interest at 
Chicago Fall Showing 


Cuicaco, ILL.—With blacks running 
90 per cent of the preliminary orders, 
first concentrated buying of Fall shoes 
in this area took place recently at the 
regular monthly shoe show conducted 
by the Shoe Travelers Association of 
Chicago at the Morrison Hotel. 

Blacks, chiefly in suedes and other 
leathers dominated the sales by far. 
Interest of the retailers indicated that 
trick heels will be of major importance 
in selling shoes this Fall. There was 
considerable interest evidenced in the 
many new heel styles shown. Although 
some indicated that they expect to sell 
some high wedges, most of them expect 
the low heel wedges and the newer 
opened-up adaptations to sell. There 
were a number of styles shown with 
unusual openings and open types on the 
order of the shankless shoes. Orders 
were placed on the half wedgies, on 
the sled and ski heels, the pyramid 
heels, and on the Dutch Boy and other 
novelty type heels in combination with 
half platforms. There was also con- 
siderable activity in bow type shoes. 
Among those shown were colonial step- 
ins with wide flared bows. Buyers also 
placed a good proportion of orders for 
open toes. Squared toes also sold well 
in the 16/8 and 20/8 heels. 

Although suede was the dominant 
leather there were a lot of antiqued 
alligator and calf shown. Appliqued 
frog, patent and geniune reptiles were 
important in trimmings. 

In men’s shoes, antiques and tans 
lead the sales. 

In the at-once orders placed wedges 
and a few spectators were in heaviest 
demand. A number of jobbers reported 
a scarcity of wedges in whites and 
Summer shades, since many of the 
Eastern factories have started produc- 
tion of Fall shoes. 











BOOT anv SHOE RECORDER, June 15, 1940 


Dallas Show Real Buying Event 





Large Attendance Marks Fall Showing of Southwestern Shoe 
Travelers Association—Buying Interest Centers Chiefly 
On Black Suedes, Majority with Open Toes 


DALLAS, TexaS—With 165 lines of 
men’s, women’s and children’s shoes on 
display and buyers from Colorado, 
Kansas, Tennessee and Mississippi in 
attendance, besides those from the five 
southwestern states, the Fall Shoe 
Style Show, sponsored by the South- 
western Shoe Travelers Ascociation, in 


a DeOrsay pump on an 18/8 heel and 
open toe and a Lastex stepin on 18/8 
heel with a lattice cut-out vamp. 

“Colors are about 70 per cent black, 
with half of the blacks in suede leather. 
Alligator and reptile print leathers are 
also good sellers. About half of all 
shoes are with open toes.” 


‘To all appearances (five of them above) Dallas put its best foot forward in the 
pect its beautiful girls who showed the buyers how the new styles look. 


the air-conditioned Adolphus Hotel, 
Dallas, June 2, 3, 4 and 5, proved to 
be a real buying event. 


No Talk of Hard Times 


“While we were hoping for a nice 
turn-out, no one could read the dis- 
tressing. news of the last three weeks 
without being doubtful as to the effect 
it would have on attendance,” says W. 
T. Mitchell, secretary-manager of the 
Texas-Oklahoma Shoe Travelers Asso- 
ciation. “The surprising thing is that 
there was not a low note heard in the 
whole meeting. No one talked hard 
times or is there any mention of war. 
Another good omen is that we had more 
big buyers in attendance than at any 
previous show. 

“The dinner dance given by the Shoe 
Travelers complementing the merchants 
and buyers had an attendance of 438, 
most of whom were buyers, which is 
the largest crowd we have ever enter- 
tained at these Fall style shows. I feel 
‘that the gain made this year, in the 
face of distressing news, is an eloquent 
testimonial as to the economic impor- 
tance of the Fall Shoe Style Show to 
the Southwest.” 

J.J. Buckley, Blue Ribbon Shoe Mak- 
ers, St. Louis, says, “Have had a nice 
business, much better than I expected. 
Two of our most popular numbers were 


A number of both salesmen and buy- 
ers remarked upon the fact that there 
was no show in the country at which it 
was possible to work with as little 
interference as here. The. only enter- 
tainment feature was a dinner dance 
on Monday evening. A. B. Thomas, 
buyer for Goldsmith’s, Memphis, was a 
first-time visitor of the show and is 
highly enthusiastic about coming back. 

It is believed that high-priced shoes 
have had much better play at this show 
than in previous ones. There were more 
of these lines represented than in for- 
mer years. 


Show-a Big Success 


W. D. Lever, Jr., Joyce, Inc., Pase- 
dena, Calif.,: representative showing a 
line of play shoes and slippers says, 
“From my standpoint the show was a 
big success and I’ve done a remarkable 
business. The only regret I have is that 
I had to turn down some good business 
because the factory couldn’t handle it 
and do justice to the accounts we are 
already selling.” Audrey Goldman, 
beautiful model, attired in play clothes 
and modeling Joyce play shoes proved. 
to be the toast of the show. 

J. Wiley Biggs, Weyand Shoe Co., 
St. Louis, says, “Have had a very good 
business. About 80 per cent of it in 
black shoes, with some brown and wine. 


Suedes and suede trimmed in patent, 
ealf and alligator were the popular 
leathers. DeOrsay and Stepins with 
elasticized throats and punched vamps 
and saddles on Dutch boy, pyramid and 
continental heels were the way buyers 
were wanting them.” 

W. A. Howard, Laird-Schober repre- 
sentative, reported a nice business with 
about 75 per cent black; brown, wine 
and green making up the remainder. 
Pump effects and stepins on 17/8 heels, 
with some few on higher, were popular 
sellers with me. Suede was the popular 
leather. The show proved to be an 
ideal place to work the trade.” 

Rhea Nichols, of the Allied Kid Co., 
attended the show, leaving there to 
visit the Pacific coast. 

A joint committee of the Texas- 
Oklahoma Shoe Retailers and the 
Southwestern Shoe Travelers met and 
fixed the dates of the annual Joint Con- 
vention, which will be held in Dallas, 
January 12, 13, 14 and 15. A local 
committee will meet shortly to work out 
the details of the convention. 


New England Production 
Lower 


Boston, Mass.—The New England 
shoe states, Massachusetts, Maine and 
New Hampshire, had a production dur- 
ing April of 11,277,625 pairs, a loss of 
6 per cent from April 1939, according 
to figures compiled by the New Eng- 
land Shoe and Leather Association 
from U. S. Bureau of the Census re- 
ports. All states but Maine and New 
York registered losses in this month. 
Massachusetts and New Hampshire 
registered losses of 12 and 4.5 per 
cent respectively in April, 1940, from 
the same month a year ago, while 
Maine showed a gain of 11.5 per cent 
in this period. 

Massachusetts led all shoe states in 
production for this month with a total 
of 5,856,750 pairs, followed by New 
York with an output of 5,137,123 pairs. 

For the four-months’ period, Janu- 
ary-April, the New England shoe states 
produced 49,559,166 pairs, a decrease 
of 8 per cent from the same period a 
year ago. - Massachusetts’ shoe output 
was 10 per cent lower during this 
period, and that for New Hampshire 
was 9 per cent, while Maine’s output 
remained virtually unchanged at last 
year’s level. No state registered a gain 
in output during this period over a 
year ago. 


U. S. to Buy Rubber Boots 


Boston, Mass.—The Boston Quar- 
termaster Depot of the United States 
Army is asking bids on the manufac- 
ture of a comparatively small fill-in 
order of hip-length rubber boots. The 
total pairage involved is 251, of which 
36 pairs are to be size 6; 144 pairs size 
10; and 71 pairs size 11. Bids will be 
opened in the office of the commanding 
officer on June 19. 
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WILLIAM ISELIN & Co., INC. 


Our factoring service makes it possible 
for the shoe executive to devote full time 
to production and selling activities—the 
real source of profits. 


No. of Months Supply on Hand 
Mayi1, Apr.1, May1, 
1940 1940 1939 
Raw Hide Stocks 
(based on wettings).. 2.33 2.05 2.01 
In Process hides 


(based on leath. Prod.) 2.38 2.19 2.22 
Finis! ther 
GACtOTS...| “Ceased on leath. Cons.) 2.53 254 2.75 


— 
~~ 


Total Hide & 
for Manufacturers 6.78 6.98 


and Selling Agents Shoe production for April at 31,019,- 
of Shoes, Leather; 298 pairs was a 10.2 per cent decline 


UE 


Inquiries invited 


357 Fourth Avenue 


NEW YORK 


Branch Offices 


LYNCHBURG, VA. GRAND BRAPIDS, MICH. LOS ANGELES, CALIF. 
to 


= 








Hide Prices Decline to Pre-War Level 


[CONTINUED FROM PAGE 41] 


teresting. Exports of hides and skins 
for year ended June 30, 1914, were 
$2,807,000. For year ended June 30, 
1915, they were $4,686,000 and for year 
ended June 30, 1916, $3,875,000. The 
price of light hemlock sole leather, for 
example, on January 1 of the World 
War years fluctuated as follows: 1914, 
80 cents lb.; 1915, 31; 1916, 33; 1917, 
57, and 1918, 46 cents. 

Since most of the recent rise in prices 
has been due to anticipated demand 
from the allies, it is not surprising that 
failure of that demand to fully mate- 
rialize should end with a drop in prices. 
This does not mean that exports have 
not gained, although the gain was un- 
der expectations. Two and one-half 
million square feet of side leather were 
reported ordered within the last two 
weeks. For the first four months of 
1940 cattle hide leather exports were 
20 per cent greater that the corre- 
sponding period of peace in 1939. 

Hide futures likewise declined be- 
cause of a technical link to the stock 
market. Speculators in hides are fre- 
quently margin traders in stocks. Con- 
sequently, when they are called upon to 
meet margin calls in a declining stock 
market, they sell hides on the Com- 
modity Exchange to raise the necessary 
capital. This factor, plus the psycho- 
logical influence produces the correla- 
tion between hide futures prices and 
the stock market fluctuations. 

This selling in turn uncovered stop 
loss orders as well as sales attributed 
te Chinese and Dutch sources, with re- 
sulting pressure on prices. In all one- 
third of the open interest accounts in 
hide futures were liquidated between 
May 9 and June 1. The long position 
on the former date was 3,444,000 hides, 
dropping to 2,364,000 as of June 1. 

The decline permitted hide dealers, 
who had hedged actual hides by taking 
a short position in futures, to buy-in 
their position at sizeable profits. Hav- 
ing profitably cancelled their exchange 
commitments, (ie. taken in their 
hedges) the hide dealers freely offered 
actual hides to tanners at lower prices. 


Spot hides sold down to 10 cents per 
Ib. at Chicago and were nominally 
quoted last week at 10% cents. Prices 
a month ago were 13 cents, had reached 
a high of 16 cents and are now at the 
same level as a year ago. 

Sole leather prices showed practically 
no change over the past month, tanners 
quoting 33 cents per lb. at Boston for 
light cow crops, but business with shoe 
manufacturers dried up as raw mate- 
rials prices declined. Calfskin leathers 
held fairly steady. Men’s weight black 
calfskin, average of B and C grades, 
declined in the last 30 days from 43 
cents per square foot at Boston to 42 
cents. L weight of women’s colored 
calfskin leather, average of B and C 
grades, was likewise off one cent per 
square foot from 38% to 37% cents. 
In side leather, M weight average of 
2d and 3d grades were off three cents 
per square foot to 19% cents. These 
basic grades are quoted as an indica- 
tion of the general leather market 
levels. The difficulty of obtaining for- 
eign calfskins continued and accounted 
for the relative strength in this type 
of leather as against cattle hide leather. 
Our net imports of raw calfskins were 
37,000 skins during April, the latest 
month for which reliable figures are 
available, against 153,000 skins in 
March and 394,000 in April, 1939. For 
the first four months our calfskin im- 
ports were hardly more than one-third 
the shipments arriving in the first four 
months of 1939. The figures were 573,- 
000 skins for 1940, 1,580,000 for 1939. 

Basic Supplies 

Once again the monthly hide and 
leather statistics released by the Com- 
modity Exchange and the Tanners 
Council of America were featured by 
declining stocks. However, the decrease 
in wettings of hides and production 
and consumption of leather were corre- 
spondingly greater, with the result that 
supplies on hand May 1, in terms of 
months they will last, actually in- 
creased 


The figures were: 


from March and 6.2 per cent under 
April 1939. 

Latest figures issued late last week 
by the Tanners Council for wholesale 
value of shoes was 74 in April, prices 
in 1929 being 100, compared with 74.2 
for March and 67.4 in April 1939. 


Bellaire Widens Line 


PORTLAND, Me.—The Bellaire Shoe 
Company, division of Holmes, Stickney 
& Walker, Inc., manufacturers of com- 
fort shoes for women under the name 
of “Bellaire Comfortables” for their 


EDWARD PALMER 


low heel line, and “Bellaire Sensibles” 
for their medium heel line, have widely 
extended the latter line with several 
additional higher-style numbers. 

Edward Palmer has recently been 
added to the Belaire sales staff and 
will make his headquarters at Pitts- 
burgh, Pa., covering the surrounding 
territory from that city. 


Santa Monica Store 
Adds New Front 


SANTA Monica, CaLir.—The old e: 
tablished Smith-Robinson fine fami! 
shoe store has just completed a ne: 
front. It is of stainless steel and glas-, 
with a stainless steel marquee. Thi 
modernization is in keeping with th 
progress being made by this well know 
establishment which deals exclusive! 
in the better grades of merchandis: 
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Putting Play Shoes 
In Their Place 


[CONTINUED FROM PAGE 28] 


Says Harry S. Gordon, buyer for 
Potter’s’ junior shoes in their down- 
town and Hyde Park stores: “The idea 
is working out splendidly in our de- 
partment. Two years ago we experi- 
mented with the play shoe idea and the 
response was merely casual. Our idea 
was really to begin education in that 
direction. Last year showed that we 
had started something, and this year 
it’s really going over.” In this depart- 
ment is displayed every type of play 
shoe that the girl of teen age will find 
use for this Summer. Mr. Gordon feels 
that Irvin Riga, designer of these dis- 
plays, should be complimented on his 
artistry. 

The entire procedure throughout the 
store is worthwhile and is showing ex- 


cellent results in getting customers edu- _ 


cated to the idea of play shoes for play, 
and they are watching with pleasure 
the success of this pioneering promotion. 


W. B. Coon Co. to Make 


Kuhnert Brands 


RocHester, N. Y.—The W. B. Coon 
Company, makers of women’s shoes, 
which purchased the assets of the F. 
H. Kuhnert Shoe Corporation, follow- 
ing voluntary liquidation of the latter, 
has announced plans for continuing the 
manufacture of the Kuhnert brands of 
shoes for infants, children and growing 
girls. 

While the possibilities of high grade 
juvenile shoes were fully realized, it 
was agreed it would be impractical to 
manufacture them along with women’s 
shoes, and so it was decided to establish 
a separate juvenile manufacturing unit. 
The statement continues: 

“To insure that Kuhnert characteris- 
tics will be continued in their entirety, 
we have taken over the Kuhnert Com- 
pany’s lasts, dies and patterns, are 
employing their former operators on 
key operations, and are placing Leslie 
Kuhnert in charge of all manufactur- 
ing. 

“So that existing quality standards 
will be maintained, we are taking over 
the Kuhnert Company’s inventory of 
raw materials. 

“So that there will be no break in 
continuity of service, we have taken 
over the entire Kuhnert inventory of 
finished shoes. 

“To assure experienced sales repre- 
sentation, we have engaged Joseph 
Schwartz as our juvenile representa- 
tive in the metropolitan area and the 
east, Carlyle Kuhnert will serve in a 
similar capacity in the Middle West 
and Elmer Upphoff will carry the 
juvenile line together with our women’s 
line, from Denver West.” 

All of the extra shoemaking touches, 
including hand lasting, that made the 
Kuhnert product outstanding, will be 


incorporated in the shoes, the statement 
says, and nothing will be changed at 
present. If experience shows that im- 
provements are in order, either in fit, 
styling or making, such improvements 
will be made as the need becomes ap- 
parent. 


Fikany Shoe Corp. to 
Continue Production 


RocHester, N. Y.—The Fikany Shoe 
Corporation, which has had a contract 
with C. P. Ford & Co. to make its 
adjustable arch shoes in the latter’s fac- 
tory, announces that it will continue 
production. 

This will be done in some other fac- 
tory as soon as arrangements can be 
made to do so. Mr. Fikany says that 
he may establish his own factory here, 
in case satisfactory arrangements can- 
not be made locally. 

The decision by the C. P. Ford & Co. 
to make no more shoes came just as 
Fikany had completed an order for 300 
pairs of shoes which were sold to the 
shoe department of Sibley, Lindsay & 
Curr Company. 

This. is the largest order he has re- 
ceived since he has been making these 
shoes, which received much publicity 
when Mrs. Eleanor Roosevelt, wife of 
the President, recommended them in 
her newspaper column. 


Steady Business on 
Men’s Black Shoes 


Cuicaco, ILtt.—Proof that men’s 
black shoes will continue to sell is be- 
ing currently proved by Charles S. 
Campbell of the Young Men’s Shoe 
Shop at Marshall Field & Co. His de- 
partment has been successfully featur- 
ing a new finish known as plum black, 
a polish which gives a slight plum glaze 
to black shoes and is rubbed and pol- 
ished so that the color shows up in the 
perforations and along the edges. This 
department has also been successfully 
promoting a lightweight shoe of twelve 
ounces that is sold as a street and busi- 
ness shoe and as a subtitute for the 
ventilated and perforated shoe. This 
type of shoe, Mr. Campbell points out, 
has been extremely well accepted, since 
it helps solve the problem of the con- 
servative man for a cool lightweight 
shoe for Summer wear. 


Akers Manager of 
New Wichita Store 


WicuiTa, KAN.—A new store, a 
branch of the Federated Stores, opened 
May 24 in Wichita. Kay Allen is the 
owner; Alfred M. Akers, formerly as- 
sistant manager of one of the largest 
department stores in Liberal, Kan., is 
manager and shoe buyer. 

The new store, featuring the latest 
in modern merchandising fixtures and 
frontage, is located at 909-911 W. 
Douglas Avenue. 
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Look for Big Summer Season 


CoLoRADO SPRINGS, CoLo. — Leading 
shoe men here are expecting one of the 
best Summer seasons in a great many 
years. They base their hopes on pre- 
dictions of a vastly increased tourist 
business caused by war conditions. 

Although the tourist season really 
isn’t under way as yet, early reports 
from Manitou, the famous Colorado 
Springs suburb on the way to Pike’s 
Peak, already show increases as great 
as 60 per cent over the same period for 
last year. Leading hotels throughout 
this district have reservation schedules 
for the entire Summer season. Since 
wealthy people cannot travel in Europe 
this year because of the war, and since 
both fairs have already had a one- 
season run, this important tourist area 
is looking for a record run of business. 

The comment of Willard W. Wulff 
of the Wulff Shoe Company, is repre- 
sentative: “While bad weather has 
slowed up our Spring and early Sum- 
mer business, we expect to make up for 
this deficiency in mighty short order 
when the tourist season starts. To us, 
it looks like one of the best seasons in 
a good many years.” 


To Display Old Shoe 
Collection 


CoLoRADO SPRINGS, CoLo.—The wide- 
ly known old shoe collection of the 
Wulff Shoe Company, here, one of the 
largest collections in the world, will 
again be placed on display at the local 
chamber of commerce sometime in June, 
it was announced this week. To be 
shown mainly for the benefit of tour- 
ists, the collection will occupy both 
large windows at the downtown cham- 
ber building. 

The collection, which was described 
fully in Boor aND SHOP RECORDER last 
year, has been increased considerably 
since that time. Old-time shoe men 
who read of the collection in the Re- 
CORDER made a number of donations to 
the collection, according to Frank F. 
Wulff, owner of the collection and head 
of the Wulff Shoe Company. Other 
valued specimens have been donated by 
tourists who have seen the collection 
on display locally. 

A particularly interesting conse- 
quence of a recent display of the col- 
lection was a visit to the store by a 
Texas man named Brogan, who claims 
his ancestors were the manufacturers 
of the Irish army shoes which led to 
the use of the term “Brogan” in de- 
scribing all heavy shoes of this type. 


I. E. Russell Named 


Children’s Buyer 


CoLumMsBus, On10—Irving E. Russell, 
formerly with the S. E. R. Shoe Stores, 
Detroit, Mich., and also with the A. S. 
Beck stores, has recently been ap- 
pointed buyer of children’s shoes at the 
Union Company, Columbus. 
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Isaac S. Hess 


BALTIMORE, Mp.—JIsaac S. Hess, 
president of the Baltimore retail shoe 
firm of N. Hess’ Sons, died on June 4 
at his Baltimore home after a heart 
attack suffered a few days before. Mr. 
Hess would have been 70 years old on 
August 6 and, although his health had 
been somewhat impaired in recent 
years, he rarely missed a day at busi- 
ness. The firm which had been headed 
by Mr. Hess operates three shoe stores 
in Baltimore: One at 8 East Baltimore 
Street, one on Howard Street and one 
at Charles and Twenty-First Street. 
Funeral services were held on Thurs- 
day, June 6, in Druid Ridge Cemetery. 

Isaac S. Hess was the youngest of 
five sons of Bertha and Nathan Hess. 
Nathan Hess came to this country from 
Germany in 1844 and, five years later, 

_ was followed by his 16-year-old bride. 
They were married in Baltimore and 
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had five daughters and five sons. One 
of the daughters is Mrs. Morton 
Samuels, wife of Morton Samuels who 
founded the original chain of Newark 
Shoe Stores. Nathan Hess engaged in 
the custom manufacture of shoes in 
Baltimore and, in 1873, founded the 
business that was for years known as 
N. Hess & Brother. Like his four 
brothers, Isaac was interested in the 
business and entered the firm after his 
graduation from the Baltimore schools. 
In 1888 he opened a retail store on 
East Baltimore Street partly as an out- 
let for the men’s shoes that the factory The golf defines your Spertecasia 
was producing and partly to satisfy his season. Golfers who appreciate the com- 
desire to study orthopedic shoe con- fort Sportocesins bring on the fairways will 
struction and fitting. He was a pioneer be coming in all summer asking for their 
in this field. particular size. Is your size run broken? 
Mr. Hess was a Mason and was ac- if so, you'd better order .. . because a 
: : , “a complete size run means consistent sales. 
tive in the affairs of the Civitan Club. Check up today. FREE illustrated catalog 
He was at one time very active in the showing the whole Bass line of style-right, 
work of the National Shoe Retailers comfort-right outdoor footwear. G.H. Bass 
Association and was at one time presi- & Co., Dept. BS-45, Wilton, Maine. 
dent of the Shoe Retailers Association 
of Baltimore. 
Mr. Hess is survived by his widow, 
two sisters, a daughter and two sons. 
The two sons, George B. and Ned G., 
are both active in the business. 
Isaac S. Hess was a kindly man. His 
employees remained in his service and 
were loyal to him. He was unruffled 
and, when his building was destroyed 
by the great Baltimore fire, he went 
about reconstruction with determina- 
tion that was met with signal success. B A S a 
He was passionately fond of dumb 
animals and contract bridge was one S P re) R T re) Cc A S j N S 


of his diversions. 








Novel Promotion Sells Shoes 


wo. V. a buyer and manager of the men and boys’ shoe departments at the 
Famous-Barr Co., St. Louis, Mo., worked out an ingenious angle during the store’: 
promotion of Keds for Boy Scouts a short time ago, that really sold shoes. Ai 
offer was made to. embroider the name of the purchaser, or if preferred, the troo; 
number, on the side of the shoe. free of charge. Needless to say the idea wen: 
over big with the scouts. The monogramming was done in the store’s own shop. 
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Obituaries 


John H. Richardson 


Boston, Mass.—John H. Richardson, 
assistant vice-president of the USMC, 
passed away at his home in Melrose 
Highlands June 2, after a long illness. 
He was born in Lawrence and educated 
in the Lawrence schools, son of Everett 
Richardson, inventor of the Richardson 
McKay Sewing Machine. 


JOHN H. RICHARDSON 


On the death of his father he formed 
the Richardson, McKay Sewing Ma- 
chine Company and later its interests 
were sold to the United Company by 
Mr. Richardson and he entered the 
employ of the Corporation in 1908, 
superintending the production of ma- 
chines under his father’s patent. Later 
he became head of the Research De- 
partment where he remained up to the 
time of his death. He is survived by 
his widow, Harriett H. Priest Richard- 
son; a son, William H. Richardson; and 
a grandson, William H. Richardson, 3d. 

Funeral services were held in the 
Trinity Episcopal Church, Melrose, on 
June 5. The pall bearers were: C. G. 
Bancroft, G. R. Brown, D. W. Bunker, 
H. G. Donham, J. Homan, H. S. Hub- 
bell, H. Kahlmeyer, H. A. Osborne, C. 
Roberts, A. L. Russell, W. R. Sampson, 
A. W. Todd, S. W. Winslow, Jr., and 
J. F. Wogan. At the church the ushers 
included: Victor Cobb, L. Allen, Frank 
A. Connor, Lewis H. Connor, Ralph E. 
Dean, Joseph C. Stout and Nelson B. 
Todd. 


William R. Green 


SARASOTA, FLA.—William R. Green, 
one of the founders of the Daniel Green 
Company, died in‘a local hospital after 
a brief iliness recently. He was &8 
years old. 

Mr. Green, who retired from active 
business fifteen years ago, had been 
interested in civic activities in Florida 
for many years. He was born on Feb- 
ruary 28, 1852, at Waterloo, New York, 


New free book tells how 
PRE-FLEX Shoes 


give you 
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Superior 





“The beautiful leathers found in 
| PRE-FLEX Shoes are equal in qual- 
| ity to those found in many shoes 
selling for as much as twice the 
price!” That's what we say on 
page six of our little book, “The 
Amazing Story.” . . . Then we 
prove it . . . Showing how these 
shoes packed with features, retail- 
ing at $6.85 to $7.50, get the cream 
of our open-market purchases of 
leather (bought for a wide range of 
shoes)...Plus many famous special 
tannages, featured in costly shoes. 


ppb Lex 


NY 


+. 
by Crosby Square 


Showing how a pair of 
PRE-FLEX Shoes is 
cut from the choicest 
part of a top - grade 
caliskin. Often we take 
only one pair of this 
grade from a skin. 


Leathers 


[One of their many selling features] 


But leathers are only one part of 
the powerful PRE-FLEX story. We 
believe that in ten minutes this lit- 
tle book will prove to you that you 
can outsell competition as other suc- 
cessful retailers do, with the hand- 
some, “expensive” look of these 
shoes . . . their first-step comfort, 
due to built-in flexibility of the PRE- 
FLEX Construction ...ankle-hugging 
fit. . . heels without nails . . . and 
many other features. 


See why we challenge you to dis- 
prove our statement that PRE-FLEX 
Shoes are the greatest shoe value 
— dollar for dollar — in America 
today! 


® Write now for your free copy of “The 
Amazing Story of PRE-FLEX Shoes.” The 
House of Crosby Square, 2460 N. Sixth St., 
Milwaukee, Wisconsin. 








one of six children. He was a direct 
descendant of Roger Williams. 

Mr. Green’s first employment was 
as traveling salesman for Reynolds 
Brothers of Utica, New York, selling 
a line of women’s shoes. He remained 
with them for ten years. At the same 
time his brother, Daniel, was traveling 
for the Wallace Elliot Shoe Company 
in New York. 

With the establishment of a felt 
manufacturing company near their 
home by Alfred Dolge, the name of the 
town was changed to Dolgeville. At 
this time the brothers, William and 
Daniel, decided to go into business mak- 
ing felt house slippers, and in 1885 the 
Daniel Green Company, named for the 





older brother, was formed with the fac- 
tory at Dolgeville and offices at Utica. 
Starting with only two or three em- 
ployees, the company, making the 
Daniel Green Comfy Slippers, grew 
into the present organization and moved 
its offices to New York in 1887, keep- 
ing the factory at Dolgeville. 

With the death of Daniel Green in 
1892, William R. Green operated the 
business, first as president and then 
as chairman of the board. At his re- 
tirement he continued as owner of a 
substantial interest in the business. 

He is survived by one son, George 
Edwin and one daughter, Mrs. Marjorie 
G. Reynolds, as well as four grand- 
children. 
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INNERSOLES - COUNTERS - WELTING 
EDGAR S. KIEFER TANNING CO. 


Sales: Chicago, 223 W. Loke St. Boston, 42 Lincoln St. 
TANNERIES AT GRAND RAPIDS, MICHIGAN 








Discuss Final Plans for 
Wisconsin Show 


MILWAUKEE, Wis.—Final plans for 
the annual convention of the Wisconsin 
Shoe Retailers’ association June 16, 17 
and 18 at the Plankinton Hotel here 
were discussed at the regular monthly 
meeting of the Wisconsin Shoe Travel- 
ers Association this week at the Plank- 
inton Hotel. 

Fred E. Schmidt, secretary-treasurer 
of the Travelers, reported that about 
50 displays of manufacturers would be 
featured in connection with the con- 
vention. William L. McMannis, second 
vice-president of the Travelers, pre- 
sented a report on the Central States 
Summer convention. 


Opens West Coast Salesrooms 


Los ANGELES, CALIF.—Five shoe rep- 
resentatives have recently opened per- 
manent sample rooms in the Hotel 
Lankershim. They are: Edwin R. 
Kabat, representing Merry Shoe Co., 
Saco-Moc Shoe Corp. and Milton Shoes, 
Inc.; H. H. Devore, with Dalsan, Inc., 
Nashua Slipper Co. and United Slipper 
Co.; A. B. Clark, with Antioch Shoe 
Co. and Jensen Shoe Co.; Mrs. Sidney 
Glass, with Little Falls Felt Shoe Co., 
and Mrs. Ruth Hamilton, with the Pli- 
Mode Shoe Co. line of Hi-Lark play- 
time shoes. 
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Buffalo Retailers Protest 
Proposed Cash Relief Plan 


BurraLo, N. Y.—Over 100 members 
of the Greater Buffalo Shoe Retailers 
Associated and Affiliated Trades threw 
their influence into a fight at a meet- 
ing, June 3, to block the proposal of 
the Erie County Welfare association 
to substitute cash relief for footwear 
orders for home relief clients. The 
dealers charge that discontinuance of 
commodity orders for shoes would in- 
crease by about $100,000 the county 
taxpayers’ shoe bill for the needy. Un- 
der the existing shoe relief system, 
orders are filled by ten members of the 
association, conveniently located to all 
relief clients. Shoes are fitted to relief 
recipients on a contract basis at prices 
lower than the average wholesaler can 
sell the article to retail dealers. 

Association members contend that if 
relief clients are given cash, instead 
of orders, they would purchase where 
they pleased at considerably higher 
prices and there was a possibility that 
some would use the money for other 
purposes than shoes. 

President Benjamin Etkin appointed 
Clarence Lanich chairman of a commit- 
tee to protest to the county welfare 
beard. Other members serving with 
Mr. Lanich on this committee are: 
Oliver LaReau, Fred Manning, George 
Cooke, Herman Meyer, Fred Landau, 
Edwin Lauck, Michael Santercole and 
George Seiffert. 
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IN STOLK PRE WELTS 


540—Patent Leather 


542—White Elk Sizes 2/9 


The most important thing in mid- 
Summer sérvice to children is— 


SIZES. We have ’em—ready to ship 
the same day—to insure right styles 
and right sizes to customer—and 
right profit to you. Write. 


F.S. ELAM SHOE CO. 








Central States Group Show Favored 





Combined Showing of State Organizations to Be Held Annu- 
ally in Chicago in June, Main Topic at Illinois Shoe 
Travelers and Retailers Convention 


RockFrorp, Itt.—The convention of 
the Illinois Shoe Travelers and Retail- 
ers held here June 2, 3, 4, seems des- 
tined to mark the end of individual 
state meetings, at least as far as the 
organizations of Illinois, Wisconsin and 
Indiana are concerned. 

There was not a single dissent among 
Illinois men to the proposal for a Cen- 
tral States Shoe Fair, to be held an- 
nually in Chicago in June. Wisconsin, 
Indiana and Chicago representatives at 
the meeting indicated that their organ- 
izations take the same view and will 
be willing to join in the fair sponsor- 
ship. Iowa and Michigan also will be 
urged to hold their conventions in Chi- 
cago in conjunction with the proposed 
exposition. 

Retailers and travelers felt that state 
conventions have become less attractive 
with each year and soon would fall of 
their own weight. Manufacturers dis- 
like making a large investment in a 
state convention display. Unless manu- 
facturers can put on a top-notch ex- 
hibit, there is little incentive for re- 


tailers to leave their stores at con- 
vention time. It was the consensus of 
those advocating the Central States 
Shoe Fair that state conventions have 
fallen into a vicious circle of less attrac- 
tive displays and smaller attendance. 

Among the points made in the resolu- 
tion adopted were: 

1. In recent years territories of many 
shoe salesmen have been enlarged, mak- 
ing it necessary for them to attend 
several state conventions during the 
peak of their selling season. 

2. The Central States Shoe Fair 
would not mean abandonment of state 
organizations, since state groups would 
hold conventions in conjunction with 
the fair. 

8. Although only Illinois, Wisconsin, 
Indiana, Michigan, Iowa and Chicago 
are included in the present proposal, 
it is hoped that other middle western 
states will be invited and will join 
in sponsorship of the Central States 
Fair. 

4. Each state organization will b: 
represented on the Fair committee. 





BOOT anp SHOE RECORDER, June 15, 1940 


Golf Winners 
At Boston Tournament 


BostoN—No Boston Shoe Fair would 
be complete without a golf tournament 
on the first day and this year’s show 
was no exception in that respect. Dis- 
playing considerable fortitude in the 
face of a heavy rainfall, about 150 
hardy souls played the eighteen difficult 
holes on the course of the Wollaston 
Golf Club, partook of a buffet luncheon 
either before they went out or after 
they came in, and returned to their 
hotels in the evening with a varied list 
of prizes contributed for the occasion. 
Among the winners were: 

Retailers—First gross, Harry Wis- 
chusen; first net, George MacDougall. 

Shoe Manufacturers — First gross, 
Kenneth Corcoran; first net, C. A. 
Collis. 

Leather Manufacturers—First gross, 
William Fuller; first net, A. C. Mc- 
Carthy. 

Allied Trades—First gross, Francis 
Shea; first net, L. H. Lanskey. 


Thomas E. Burrow 


LitTLteE Rock, ARK.—Thomas Ewell 
Burrow, 76, prominent Little Rock shoe 
firm official, died at his home here, re- 
cently. 

He was connected with the Hamilton- 
Brown Shoe Company for 21 years, 
afterward organizing his own company 
under the name of Burrow-Jones and 
Dyer Shoe Company, which he sold in 
1914 to a Virginia firm. With J. T. 
Beal he organized the Beal-Burrow Dry 
Goods Company, in which he was active 
until June, 1938, when the company 
was merged with the Berry Dry Goods 
Company. He was active in affairs of 
the new concern until his last illness. 

Surviving are his widow, two daugh- 
ters and two sons. 


William J. Feallock 


MICHIGAN City, IND.—William J. 
Feallock, 79, pioneer shoe-retailer, died 
at his home recently after an illness of 
six weeks. He started in the shoe busi- 
ness here in 1881, and bought the busi- 
ness in 1886 from the owner in a part- 
nership with J. H. Peters. In 1895 Mr. 
Feallock bought out his partner’s in- 
terest and conducted the store at the 
W. J. Feallock Shoe Store. In 1919 the 
business was incorporated as the Feal- 
lock Shoe Co., Inc., with his two sons, 
Walter H. and Arthur F., helping in 
its operation. He is survived by two 
sons, two daughters and eight grand- 
children. 


Regal Opens Columbus Store 


CoLumBus, OHI0O—Regal Shoe Co. 
opened an exclusive men’s shoe and ac- 
cessory store at 7 North High St., in 
downtown Columbus, the first’ in this 
city. R. E. Hoga is manager. C. H. 
Roberts is district manager. 





No. 3005 & No. 3006 
For Elasticized Shoes 


oc IGAO Styles 


x 


MONEY-SAVERS 
rr) 


XSERIES 


with strong lap back con- 
struction that saves 25 cen 
on every pair. 


SS 


W-1013 


NEW LOW LINES 
1000 SERIES 


Ankle-H!i and Twinkle-Toe 
only. For Oxfords and Beach 
Sandals. 


SHOE 
mena, 
CO. INC. 


Auburn, N.Y 


Look at your 1940 line of smart new women’s 
shoes. See them “in the raw”, without benefit of ex- 
pert modeling. Note how elasticized models “pucker 
up” like wrinkled prunes. How straps sag as though 
discouraged and how soft foreparts slump into shape- 
less bunches. Only an expert could love them. 


But put those same shoes on the correct Fairy 
Forms and watch them take on smart shape, style 
and lively selling appeal. Watch sales jump, too, 
when Ankle-Hi’s demonstrate how straps set off 
trim ankles, when Tu-Toes wink thru tiny toe open- 
ings and when Twinkle-Toes fill out otherwise hope- 
less beach sandals. 


Check your stock today and order the Fairy 
Forms you need to give your shoes the display they 
deserve. Get Special sloped heel models for elasti- 
cized shoes, Lap-Back models for average styles and 
the new Low Ankle-Hi’s or Twinkle-Toes for oxfords 
or beach sandals. 

See them all, with the complete line of Fairy 
Hosiery Display Forms in the new Catalog No. 60. 
Mail the coupon today for your free copy. 


> 
Shoe Form Co. Inc., Auburn, N. Y., Dept. BS-5 
Please rush my copy of Catalog No. 60 showing 
the new forms for displaying women’s shoes. 
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SPECTATORS 
PRICE $2.00 NET 


Leading Shoe of 1940 
White Season 


86438 — White Buck 
Pump, Brown Alli- 
gator Tip and Fox 
19/8 Leather Heel 





8B 6440—AS ABOVE 

in 4 Eyelet Tie 

— 19/8 Leather 
Heel 


IMMEDIATE 
DELIVERY 


306 
NOVELTY STYLES 
$2.00 & $3.00 Retailers 


IN STOCK 
Samples Submitted on Request 


ROGERS BROS. SHOES, INC. 
216 LINCOLN STREET 
BOSTON, MASS. 

















Adrian Forms New Company 


MILWAUKEE, Wi1s.— Matthew Adrian, 
who 23 years ago perfected a fluoro- 
scope X-ray machine for fitting shoes, 
has announced that he has severed con- 
nection with X-Ray Shoe Fitter, Inc., 
3535 N. Palmer St., producer of the 
units, to organize Matthew Adrian 
X-Ray, Inc., with capital of $75,000 
and quarters at 1568 W. Pierce St. 

Mr. Adrian’s sons, Raymond and 
Donald, who were active in X-Ray Shoe 
Fitter, Inc., are associated with Mr. 
Adrian in the new firm, which will 
construct X-Ray machines for food 
processing plants first. The company 
also plans the manufacture of tire in- 
specting machines and portable units 
for doctors, dentists, veterinarians and 
bakers, as well as other retailers. 


40 Years of Service 


BINGHAMTON, N. Y.—Forty years of 
service with the Endicott-Johnson Cor- 
poration has just been completed by 
John E. Madden, superintendent of its 
Scout factory. He started as an errand 
boy in the Pioneer factory, learned 
shoemaking thoroughly, and became 
superintendent of the South End fac- 
tory in 1922. 

He became superintendent of the 
Scout factory in 1931. 
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Mitchell & Pierson 
Begin Operations 


PHILADELPHIA, Pa.—Mitchell & Pier- 
son, Inc., who have recently reorgan- 
ized, will recommence tannery opera- 
tions on June 15. Repairs and 
alterations to the tannery property 
have progressed rapidly which has per- 
mitted an early return to normal opera- 
tions. 

Harry G. Fenlin, newly-appointed 
vice-president of the company, who for- 
merly acted in a similar capacity for 
Robert H. Foederer, Inc., will be in 
charge of all tannery operations. 


Adds to Territory 


Wausau, Wis.—Paul Schmidt, who 
had covered Illinois and metropolitan 
Chicago for Pied Piper Shoe Co. of 
Wausau, Wis., for the past eight years, 
has had Wisconsin and Minnesota added 
to his territory, thus enlarging his op- 
portunity for service to shoe merchants. 

Mr. Schmidt knows the children’s 
shoe business thoroughly and has an 
excellent line to work with. 


Commencement Speaker 


RocHEsTER, N. Y.—William Pidgeon, 
shoe merchant who is a prominent fig- 
ure in local, state and national shoe 
retzil associations, is scheduled to be 








(sest KNOWN NAME \) 
in baby shoes 


makes the best sales record 
. . « the best profit for you. 
You can capitalize on the 
outstanding name in baby 
shoes . . . Mrs. Day’s Ideal 
. . - known to thousands of 
parents, having a high repu- 
tation and consumer prefer- 
ence from coast to coast. 
Write for complete informa- 
tion to 


MRS. DAY'S 


IDEAL BABY SHOE CO.., 
DANVERS, MASS. 


























speaker at commencement exercises in 
Pike Seminary High School, Pike, 
N. Y., June 24 and at Pavilion High 
School, Pavilion, N. Y., June 25. 





Sees No Fall Advance in Shoe Prices 


Howard Rose of Leo Burnett Advertising Company presented Air Step national 
advertising plans to Brown Shoe Company salesmen in conference at Hotel 
Jefferson, St. Louis, June 3, 4, and 5. 


St. Louis, Mo.—One hundred and 
twenty-five salesmen of the women’s 
and children’s division of the Brown 
Shoe Company left St. Louis full of 
enthusiasm and confidence over the out- 
look for a good Fall season after clos- 
ing a three-day semi-annual sales con- 
ference at headquarters, recently. 

Opening the three-day session, John 
A. Bush, president of the Brown Shoe 
Company, stated that war demands for 
leather have not affected prices of 
civilian shoes, even though large orders 


for Europe are being figured on with 
tanning companies. 

He announced that some shoes in the 
new Fall lines, especially those made 
from heavy hides, are priced somewhat 
less than six months ago. 

R. B. Brown, sales manager of the 
women’s and children’s division, acted 
as general chairman. Under his direc- 
tion the three-day program was un- 
folded. New Fall lines with their sup- 
porting merchandising and advertising 
plans were presented in detail by vari- 
ous department managers. 
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it here—with 
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ing in America. 
town New York. All the great 


tions, center your attention here. 





Be Market-Wise, Centralize 


You, as a buyer, can find what you want when you want 
a speed and certainty of selection not 
In the Marbridge Building are 
more shoe and allied concerns than in any one build- 


The Marbridge Building is in the very heart of mid- 

retail stores are nearby. 

So, if you are in search of ideas, examples and promo- 
D. S. Macponatp, Manager. 


MARBRIDGE BUILDING 


47 WEST 34th ST. also 1328 BROADWAY, N.Y.C. 
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MEN’S 


MacDONALD BROS. & PAINE 


HAND 


wenn SLIPPERS 
@ FINEST KID UPPER 
@ FULL LEATHER LINING 
@ OAK TANNED SOLE 
@ RUBBER HEEL 


132. 83 


RETAILERS 





MARBLEHEAD, MASS. 














Chain Store Efficiency 


records are made available 
to independent retailers in the 


Recorder’s Stock Record System 
Samples on Request 


MERCHANT’S SERVICE DEPT. 
209 So. State St., Chicago, Ill. 

















Record Attendance 
At Midwest Fair 


[CONTINUED FROM PAGE 21] 


tion of E. S. Horwitz, chairman of the 
entertainment committee. Mr. Horwitz 
was ably assisted by Mr. Robert Ger- 
win, Schawe-Gerwin; A. E. Klinkicht, 
Miller Shoe Co.; Julian Marks, L. V. 
Marks & Sons. 

The style show was followed by a 
dance in the Pavillon Caprice and 
rounded out an interesting and enter- 
taining evening. 

The official business luncheon was 
held on Tuesday at noon and was fol- 


lowed by a meeting at which Mr. New- 
bold, president of the Ohio Shoe Retail- 
ers, presided. The opening address of 
welcome was made by Mayor Garfield 
Stewart of Cincinnati. After the wel- 
come to the shoe men the Mayor spoke 
shortly on the preparedness program 
which he feels the United States must 
plan and carry out in the near future, 
as a means of insuring a true Amer- 
icanism here. Arthur D. Anderson, 
editor of Boor AND SHOE RECORDER, 
spoke on “The Changing Pattern of 
Retailing” and pointed out the pitfalls 
open to the shoe industry if it permits 
itself to be swept along the path of 


regimentation and mobilization which 
this country is facing. The shoe indus- 
try must go on retailing in a fashion 
which permits the customer a perfectly 
free choice in his buying, and merchan- 
dising must be volatile enough to move 
with the changes time makes neces- 
sary. 

The third and last speaker, Milton 
Bacon from Radio Station WCKY, gave 
a stirring talk on self analysis and 
self improvement. 

The closing event of the Midwest 
Shoe Fair was the party given by the 
Cincinnati Shoe Men’s Camp at their 
country home on Tuesday evening. 











—If your advertising in the Boot and 
Shoe Recorder is directed towards 
the man at the Fitting Stool, he will 
prove to be your most powerful ally 
in making and keeping Satisfied 
Customers. 
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WHO VICE BALTIMORE 


Next time you’re in Baltimore 
follow the lead of experienced 
travellers and head for one of 
the seven hundred most com- 
fortable rooms in Maryland. 
Enjoy facilities and service that 


seem to have been planned 





with you alone in mind! Make 
your home at the hotel that 
brings you many steps closer 
to everything you want to 
see and do in Baltimore! 


$3 to $6 single. 


Patent Pending 
Sells because it is NEW — and PRACTICAL 
CLEAN—SANITARY—ODORLESS—WILL NOT SOIL 
WOMEN'S HOSE 


In three colors—crystal, beige, grey. A 
In three sizes—3 to 5; 5 to 7; 7 to 9. % . 
In two widths—narrow and wide. 


> nn de. pagal gees LORD BALTIMORE 
For prompt attention, write: ' Sateen 


BERGEN PLASTICS, INC. * ata 
BOGOTA NEW JERSEY ponapecb tierce: =: 

















210 Associates Hold Webster on Coast for Godman ™nvfacturers, in the territory of 
Southern California. He is carrying 





Banquet in Boston Los ANGELES, CALIF.—Homer Web- the entire Godman line and is making 
ster is again representing The H. C. the Hotel Biltmore, Los Angeles, his 
Godman Co., Columbus, Ohio, shoe headquarters. 


Boston—A feature of the Boston 

Shoe Fair, though not officially a part 
of it, was the banquet given in the 
Statler ballroom on the evening of the ‘ r ” ‘ " 5 
first day under the auspices of the 210 =Window Wins Prize in Display Contest 
Associates, an organization of traveling 
salesmen, with headquarters at 210 
Lincoln Street in Boston. This was at- 
tended by between 900 and 1000 mem- 
bers of the shoe, leather and allied in- 
dustries, who listened to President 
Roosevelt’s radio address, heard talks 
by the head of the association, Abe W. 
Berkowitz, and by George Barkin, who 
outlined the objectives of the associa- 
tion, and later unanimously approved 
the wording of the following telegram 
sent to President Roosevelt in the na- 
tion’s capitol: 

“One thousand leaders of the shoe 
and leather industry, present at ban- 
quet in Boston, held during shoe style 
show, unanimously approve your ex- 
cellent address and pledge their whole- 
hearted support and allegiance to you 
and your program. Long live America 
and democracy throughout the world.” 

ee en cane ae Sane Knoxville, T This wind f the Anderson-Dulin & Varnell C 
A. D sey, as esi f the w no. , senn.— ow oO son- nm a ompany won 
Miitied Shee ana cen ccteainn Sivan piten te @ chutes: Ghaphey counters bald by the @@enndl Shoo Compas for 

- > ’ National Child’s Foot Health Week, April 15th to 20th. This week is sponsored 
and by Mr. Berkowitz, president of the by Propr-Bilt Shoes. The window was planned by A. J. Furian. Other winners 
210 Associates. were Phelps Shoe Co., Shreveport, La., and Michel A. Levy, Santa Barbara, Calif. 
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SALESMEN WANTED 


LINE WANTED 


POSITION WANTED 








Exceptional Opening 
For Qualified 
Children’s Shoe Salesmen 


One of our clients, a children’s shoe 
manufacturer, long-established in the 
high-grade field, is open for competent 
sales representation in the mid-west 
territory. The products of this manu- 
facturer have been favorably known 
for a great number of years and are 
advertised nationally. In_ considering 
applications, preference will be given to 
the man who has an established follow- 
ing in the territory and is looking to 

den his future horizon in the high- 
grade children’s shoe field 


Address all inquiries in full confidence to 


HIRSHON-GARFPIELD, INC. 
580 Fifth Avenue, N. Y. C. 








ROPE SOLES 
SHOES 


For Men and Women—Play, Beach, Cruise 

or Leunging — Waterproef; Neo Paste or 

Tacks. Retails for 98¢-—61.49-—61.98. 
Salesmen Wanted. Write 


Address 775, care BOOT & SHOE neoencee 
239 West 39th Street, New York, 











ALESMAN WANTED: for Kentucky, Ten- 

nessee, Alabama, to represent an outstanding 
manufacturer’s line of House Slippers for the 
entire family. Over 100 numbers carried in 
stock. Popular priced line. Nationally known. 
Commissions only. All detail and references 
with application. Samples ready. Address $766, 
care & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





SALESMEN WANTED—For instock line of 
women’s sports, and corrective types to re- 
tail $2.00. To be carried.as side line on strict 
commission basis. Must«be.thoroughly experi- 
enced and references required. State age and 
territory covered. Have sanewing. states open. 
All of New England, Virginia, West Virginia, 
Maryland, Delaware, North and South Caro- 
lina, Georgia, Florida, Alabama, Tennessee, 
Kentucky, Missouri, Illinois, Indiana, Ohio, 
Michigan, California and Colorado. Address 
£767, care Boot & Shoe Recorder, 140 Federal 
St., Boston, Mass. 





WOMEN’S Comfort and Arch Type dress 

shoes for Illinois and <eaeee Tae 
Ohio. _ Liberal 
dress Box $774, care Boot and Shoe Baie 
209 S. State St., Chicago, IMlinois. 








N alert, well-established selling organization, 

headquarters mm New York and offices in 
Boston, Baltimore, Cincinnati, Milwaukee and 
St. Louis is desirous of securing non-conflicting 
materials or findings for distribution to Shoe 
Manufacturing plants all over the United States. 
Commission basis; excellent knowledge 6f in- 
dustry through 25 years of finest contacts; can 
develop exceptional sales for your product. Wire 
or write. Address 2755, care Boot & Shoe 
oon 239 West 39th Street, New York, 





TTENTION MR. MANUFACTURER: I 
am open for line of Sport Oxfords, Dress 
Oxfords, or Novelty Shoes to retail at $2.00 or 
$3.00—Children’s, Boys’, Misses’, Growing 
Girls’, to retail at low price. Men’s shoes to 


retail at $2.00 or $3.00. Have been proprietor | 


of retail store for last six years. Available 
June 16. Want Tennessee or one or more sur- 
rounding States. Morris Lipschitz, 471 Third 
Avenue, N., Nashville, Tenn. 





FOR SALE 


FOr SALE: Established profitable modern 
family shoe store. One of the best Wiscon- 
sin industrial cities. Do at least $21,000 cash 
business this year. Clean inventory; low fix- 
ture cost. -Run about $6,000 cash. Address 











£749, care Boot & cee Recorder, 239 West 
39th Street, New York, » # 


ILL sacrifice half or entire collection of | 
rare, odd, and old footwear. All parts of | 


globe. Wonderful for store, jobber or manu- 
facturer. Floyd A. Frederick, 130 Main Street, 
Souderton, Pa. 





Remodels Departments 


YOUNGSTOWN, OHIO—The entire sec- 
ond floor of the G. M. McKelvey Co., 
Youngstown department store, will be 
modernized, including the women’s shoe 
department, which will remain in its 
present location. However, new wall 
treatment will provide a novel back- 
ground for display of shoes on plastic 
standards. A children’s shoe depart- 
ment, with appropriate decoration, will 
be arranged adjacent to the women’s 
shoe section. Special fluorescent light- 
ing for display cabinets will also be 
installed. Carpeting will be in a tur- 
quoise blue, and fixtures will be kelobra 
wood. Twelve-foot walls will be built 
to set off departments and change the 
effect of the present walls. 


HOE BUYER, 39, Ten years’ experience as 
department store buyer, desires Buyer’s con- 
nection. Will go anywhere. Can furnish A-1l 
references. Address $776, care Boot & Shoe 


oneneer, 239 West 39th Street, New York, 


ALESMAN - BUYER - MANAGER; Eight 

years’ experience in Ladies’, Men’s, Chil- 
dren’s shoes; experienced in corrective Shoes 
and Appliances; 27 years old: married; indus- 
trious. Best references. Prefer West or 
Middle West. Harold Reynolds, Cottage Grove, 
Oregon. 








WANTED TO PURCHASE 








Buyers of Surplus Stocks 
We will buy surplus er entire stocks of shees 
from manufacturers, jobbers or retailers. 
QUANTITY NO OBJECT 
KIRSCH-BLACHER CO., Inc. 


106 Duane St. New York 
Phone WOrth 2-5377 and 5378 








BUYERS OF 
MANUFACTURERS—RETAILERS 
SURPLUS STOCKS 
We buy for cash surplus or complete shee stocks. 

Rranded or unbranded. Generous prices. 
Write, wire or phone. 
BARSH & CEASAR 
14 8. Third St. Philadelphia, Pa. 
Phone Market 9139 








WE BUY 
Entire or Surplus Wholesale and Retail 
Stocks. Also Branded Shoes such as 
Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, Bos 
tonians, Stetson, Red Cross, Nunn-Bush, Etc. 

IRVIN BUBIN 
“The House 


89 Reade St., ~ oe Che rch 
Phone Barclay 7-7887. New York City 








SHOE STORES WANTED 
FOR CASH 


retailing men’s, women’s shoes from . $6.50 
and up having short term leases. 
Write in confidence to 
A. L. BARIS, Pres. 
BARIS SHOE CO., INC. 
79-81 Reade St., New York 
unusual references on request. 














oblicis. should be counted. 


Class 
= A 





mts the rate is 7 cents per word. 


CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisement is 4 cents per word for all undisplayed advertisements. Mini- 
mum charge, 75 cents. For all other classified 
When a box number is desired twelve words should be added for the address. In all other cases each word of the 


Minimum charge, $1.25. 


The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 


ified advertising is payable in advance. 
for this page must be in our New York office on Friday of the week preceding publication. “¥® 
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MERCHANTS’ NEEDS 








SO YOURE GOING TO 
ST LOUIS / STAY AT 
Hotel \kennox 
(TS RIGAT DOWNTOWN 
GOOD PARKING... AND 
MAN WHAT SERVICE 

















C. P. Ford & Co. Suspend 
Manufacturing Operations 
[CONTINUED FROM PAGE 32] 


of Wheeler D. Allen, the present presi- 
dent, who entered the business a quar- 
ter of a century ago, took over execu- 
tive direction of the company. 

Ford shoes for women were sold 
throughout the United States, and on 
two occasions won first prizes at world’s 
fairs—the World’s Exposition at New 
Orleans and the Southern Exposition 
at Louisville. 

Paul Chevillat, one of the foremost 
designers in the country, has styled its 
shoes for a number of years. Aside 
from the president, other officers are: 
Vice-president, Walter D. Forsyth; 
secretary, John D. Finneran. Mr. Allen 
was both president and _ treasurer. 
Daniel H. Joyce was factory buyer; E. 
J. White factory superintendent. Wal- 
ter Meyer was Sbicca stylist and 
Walter Ebling, assistant stylist. 

Charles Miller, shipping clerk, had 
been with the company 39 years, oldest 
in point of service, while Charles Dono- 
ghue and William Fennessey had also 
served long as foremen. 


McLarty With Bender Shop 


ATLANTA, GAa.—C. D. McLarty, for- 
merly a member of the firm of Davis 
and McLarty, in the Peachtree Arcade 
Building, has become associated with 
the Dr. Bender Health Shoe Shop, at 
124-126 Peachtree Arcade Building, 
here. 


Transferred as Manager 


CoLtumBiA, S. C.— Morris White, of 
Port Arthur, Texas, has been trans- 
ferred to Columbia as manager of the 
Jacqueline Slipper Shop. He succeeds 
Joe E. Sedges, who has been trans- 
ferred to another city. 





HEELREST 


Developed by the 
plastic industry 
$1.00 Dozen 
$9.00 Gross 


WARNING: Prices will be 


raised 25% effective July Ist. 
ORDER NOW at present prices 


WINDOW ART DISPLAY 


1324 Washington Ave., St. Louis, Mo. 











Retires From Business 


PITTSFIELD, Mass.— J. B. Ambrose, 
a shoe dealer in this city for the past 
37 years, June 7 announced his retire- 
ment from business. 

Mr. Ambrose came to this city about 
40 years ago and three years later 
opened a shop in the Robbins-Gamwell 
block, where he made custom shoes. 
He was in that location for about 30 
years before he moved his shop to 
North Street where he sold all makes 
of shoes. 

Mr. and Mrs. Ambrose have a son 
and two daughters. The son, Isadore, is 
a graduate of Dartmouth College and 
now is attending the medical school of 
the University of Pennsylvania, Phila- 
delphia. 


C. D. Moore Named 
Women’s Shoe Buyer 


ROCHESTER N. Y.—Carl D. Moore has 
been named buyer of women’s shoes for 
Sisson Brothers & Welden, a position 
formerly held by Clarence W. Kelsey. 
Mr. Moore will do the buying for the 
second floor men’s and children’s shoe 
department. The basement department 
has been leased by the Lear Shoe Co., 
New York City, and is to feature 
women’s shoes ranging from $1.99 to 
$5. R. L. Rolph is manager. 


Named Lindell Shop Manager 


JACKSONVILLE, FLA.—Harry B. Hos- 
stetter has been named manager of 
Lindell’s Boot Shop, 115 West Adams 
Street. 

He replaces William T. Perryman, 
who accepted a position with a shoe 
manufacturer on the Pacific Coast. 


Ladd Store Moved 


JACKSONVILLE, FLA.—Ladd’s Shoe 
Store, formerly located at 41 West Bay 
Street, has moved to new and larger 
quarters at 115 West Bay Street. The 
business policy will be continued in the 
new store, handling the same type of 
family shoes the firm has been featur- 
ing since opening in 1931. 


BRANNOCK SHOE- 
FITTING SYSTEM 
4 INCREASE REPEAT SALES 
Satisfied customers return 
2 ATTRACT NEW CUSTOMERS 
One tells others 
3 SAVE % OF FITTING TIME 
Cut down try-ons 
Write for Deseriptive Folder 
factories offering Brannosk 


and list of shoe f 
at apecial cooperative price. 
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SELL YOUR WEDGIES 
with the NEW 7ij2toe DISPLAYER 








Perfect for playtime wedgies this Sum- 
mer. Ideal for heel emphasis for Fall. 

Another new Charles Henry Brown de- 
velopment to sell more shoes with the 
right display. 

Available in nickel or white lacquer 
finish 

This newest, smartest display fixture 
is only $3.00 per dozen, sample 50 cents 


For immediate action, write: 


CHARLES HENRY BROWN 
& SON, INC. 


47 WEST 34th ST.. NEW YORK CITY 











Fowley Superintendent 
Of Malone Plant 


ROCHESTER, N. Y.—Announcement is 
made that E. J. Fowley, former super- 
intendent of the plant of the Sherwood 
Shoe Company, Rochester, has been 
named superintendent of the factory of 
the Consolidated Slipper Corporation of 
Malone, New York. 

He succeeds F. J. Shields, who was 
superintendent and vice-president of 
the Consolidated Sli pper Co., Bombay, 
N. Y., owned by the same concern, which 
moved its business to Malone. Mr. 
Shields then established the Shields 
Slipper Corporation in Bombay. 

The Malone corporation now has 350 
men and women employed, with produc- 
tion at capacity, due to a large num- 
ber of orders for a new line of play 
shoes being made at the plant by its 
recently organized subsidiary, Play- 
shoes, Inc. 





